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@ Look to Leader for lighting that makes 

station sales zoom! The overhead fluorescent 
STATION MASTER increases the attractiveness 
of any station, from the largest to the smallest... 


draws customers like a magnet. The STATION MASTER 


=> 
provides truly modern lighting .. . delivers high intensity 


of light at the selling zone without creating a barrier of glare. 


Speeds up service time, increases station profits! 


STATION MASTER 


Features: Rugged, weatherproof outdoor construction ® Steel housing; hinged 
completely gasketed Corning glass panels ¢ One-piece channel in lengths 
up to 16 ft. (runs of greater length easily installed) ¢ Sliding pole fitter, 


adjustable to any pole spacing ® Provision for Multilite or floodlight mounting 


e Incandescent MULTILITES @ OPEN TYPE FLOODLIGHTS for service stations, storage 
lots, parking areas choice of reflector styles .. . 
Afford versatile spotlighting or floodlighting 


MULTILITES may be used independently, or in 
conjunction with the STATION MASTER. From 


2 w § fully articulated lampholders are mounted j a 
to junction box, which is attached to pole fitter. 
Individual lampholders with spike for sticking a 

into ground also available. Use PAR-38 or R-40 

lamps 


e Incandescent ISLAND LIGHTS RECTANGULAR ANGLE SYMMETRICAL ANGLE 


Especially designed for illumination of pumps and 
islands. Reflectors available in choice of two gen 
oe 


eral styles: 1) wide distribution type for use at - 
— Sold and installed by 


low mounting heights, and 2) medium distribu- 
tion type, available with or without curved glass i he tatters clecdieal 


window at top for illuminating station front or 
sign. For 300-500 watt lamps 


100 to 1500 watt lamps 


wholesalers and 
contractors 





ELLIPTICAL ANGLE 


Vidi” Anwicas Ne Lighting Cguypmend Maniufactinee 


LEADER ELECTRIC COMPANY ¢ 3500 North Kedzie Avenue, Chicago 18, Illinois 
Leader Electric—Western @ 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, ltd. © Brantford, Ontario, Canada 











this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of “economy ve..ay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to-its original effi- 
ciency by simply inserting an inexpensive “ecoNOMY 
pe-.ay” Renewal Link in the same cartridge. 

Takes only a minute or two; costs only a few 
cents!—And you Conserve Precious Brass and 
Copper. 

Your Electrical Wholesaler has 


“ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


@® Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. GO. 2717 creenview ave, chicaco 14, 1Linos seressceraness ey 


ELECTRICAL WHOLESALERS—When you carry all standard capacities of 
“ECONOMY DE-LAY” Renewable Fuses and Renewable Links in stock, you 


5770EWRR get Profit PROTECTION, by making Soles that might otherwise be lost 
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BLUR EV Series 


have been redesigned to give you: 
EASIEST installation 
EASIEST maintenance 
HIGHEST efficiency 


This adds up to big savings on every installation / 





The new streamlined EV 
lighting fixtures are completely 
constructed of cast metal. Max- 
imum corrosion resistance in- 
sures continuing safety in ex- 
tremely corrosive locations. 





1. Rubber O-ring gasket .. . seals joint against dirt or 6. Large knurled thumb screw . . . sets between notches 
liquids. for positive locking. 
2. New improved shock-absorbing receptacle has “uni- 7. Globe retaining ring and cushioning gasket. 
versal” action . . . absorbs shock from any direction. 8. Heat and impact resisting globe. The accurately 
ground flange, essential for safety, is protected in a 
3. Threaded joints are flame tight . . . no sealing com- factory assembled joint . . . never exposed to damage. 


pound or external seals are required. 9 Auxiliary reflector . . . etched Alzak aluminum . . . 
Lightweight one-piece assembly of globe, holder, eliminates “trapped” light. 
guard and reflector is threaded high up inside of hood 10. Porcelain enameled steel reflector. 


- no liquid or dirt can enter. SL... Cint chemionn teed 


Notches in hood and globe holder . . . easy to loosen 12. Cast aluminum body . . . has two openings for easier 
with a screwdriver. wiring from either side. 


CONDULETS AIRPORT LIGHTING 
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Exgalosion-Proof LIGHTING FIXTURES 
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Easiest Relamping—3 Simple Steps 


1. Single unit globe-holder assembly threaded into fixture 
hood is quickly removable for relamping. Slots are pro- 
vided for prying with a screw-driver when necessary in 
corrosive atmospheres or other severe conditions. A large 
knurled thumb screw is easily loosened to unlock the 
globe and holder. 


The new design of EV Explosion-Proof 
lighting Fixtures is based on exhaustive 
studies and tests in Crouse-Hinds labora- 
tories. The goal was to produce a fixture 
that would be easier to install and easier 
to relamp than any other explosion-proof 
fixture. Crouse-Hinds designers not only 
achieved this result but also created a 
fixture having the highest possible light- 
ing efficieney. 

You get 3-way savings when you in- 
stall Crouse-Hinds EV Lighting Fixtures: 
quicker installation; quicker relamping; 
more light. This makes them the best 
buy for lighting in any location that is 
hazardous because of the possibility of 
the presence of flammable atmospheres. 
Use them on every job and have the best! 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


OFFICES Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver 
les — Mil ke M } 





roit — Houston — Indianapolis — Kansas City 


Philadelphia — Pittsburgh —- Portland Ore — San Francisco — Seattle 
Washington & 


ESIDENT REPRESENTATIVES Albany -- Atlanta 
Balumore — Charlotte — Corpus Christi — Richmond Va — Shreveport 
Crouse-Hinds Company of Canada Lid, Toronto, Ont 
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2. Globe and holder complete with guard (and reflector if 
used) is removed as an assembly. Only one lightweight 
piece to handle—globe retained in holder with flame- 
tight joint fully protected. Explosion-proof integrity as- 
sured. The 200/300-watt globe-holder assembly weighs 
but 8 Ibs. 


3. In relamping only a lamp is carried up and down the 
ladder and one assembly handled. It is not necessary to 
stock any spare parts or assemblies for complete con- 
venience. 


TRAFFIC SIGNALS * FLOODLIGHTS 
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Motor Starter 
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EASY WIRING eee 
and easy-to- 

















Plenty of wiring space 
s. Installation 









get-at solderless terminal 


is a breeze. 
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ACCESSIBILITY. ee 
elays can 








Coils, contacts OF overload r 
be changed without disturbing exter- 
nal connections A screwdriver is the 


only tool you need. 


FLEXIBILITY. és 
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Three extra electrical interlo 
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be added to size l starters; 
be nor- 








nd 3. Contacts may 
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PERFORMANCE eee 
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Straight line, guided motion minimizes 
ilver alloy contacts in- 


Shelf” Parts Kits 











enance easier 


‘onally long lite and 
“Off-the- 
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formance. 
_ Each kit contains parts 









ll load con- 
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tacts and fi 





nger springs: Elec 





1so available in kit form. 








Write tor Bulletin 8536 
4041 N. Richards Street, 


interlocks & 








Square D Company, 
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Annual Outlook and Review 
1. OUTLOOK FOR SALES 
2. OUTLOOK FOR MARKETS 
3. REVIEW FOR REGIONS 


Molding Better Counter Men 


Rutkin Electric's training program—''on-the-job" learning 


Revere’s New House: It’s Full of Fresh Ideas 


Such as modular furniture, an inter-com system, conveyors to a 


Il floors 


Came the Revolution 


It has taken place already—a momentous change in our economy 


Are Their Intentions Honorable? ... Robert Lynne 


He means those housewares manufacturers who sell to catalog outlets 


Service Is Measured in Minutes 
And in this new Peirce-Phelps plant, it's still being improved 


Your Plan for Sales Development 
LET'S GET STARTED 
BASIC DATA FOR YOUR TERRITORY 
LOCAL CONTRACTOR MARKET 
CONTRACTOR MARKET CONTROL AND PROGRESS CHART 
A TEST OF RETAIL MERCHANDISING POWER 
LOCAL RETAIL MARKET 
RETAIL WORKSHEET 
LOCAL COMMERCIAL MARKET 
LOCAL INDUSTRIAL MARKET 
LOCAL INSTITUTIONAL MARKET 


Push-Button Billing George D. Farley 


A junior “mechanical brain’’ has taken over pricing at B. Davis Co 


DEPARTMENTS 


Washington Straws News of the Industry 


Business Index 43 and 44 News Notes from N.A.E.D. 


Times and Trends ........ : 55 New Products 


Member ABC and ABI iD 





You... 


for POSITIVE, 
DEPENDABLE 
ELECTRICAL 
CONNECTIONS 





T U r n 0 k USE P&S TURNLOK — wherever the uninterrupted flow 


L | N E of electrical current means TIME SAVED —MONEY SAVED 

— INCREASED SAFETY. Designed for quick, easy wiring — 
with added safety features—P&S Turnlok will give years 
of trouble-free service. 


Receptacles ... Caps 
Connectors 


YOURS FOR THE ASKING 
A Turn of the Cap The new 8-page descriptive manual 
and It’s Locked" with complete illustrations, dimensional 


and catalog information. Just drop us 
a line on your letterhead. 


Write Dept. W 
PASS & SEYMOUR, INC., SYRACUSE 9, N.Y. 


ian 4@),1 nO) 141 Gi « 1 1e1 Om @) 441 @ - 
h ; ngton Blvd., Chicago 6, III 
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FREE booklet 
Tequently-asked 


answers 17 most 





questions about t 


IS label on 


industrial lighting units, 
Such as: 


What do the initials RLM stand 
for? 


The “'R" stands for Reflector, the 
“L” for Lighting equipment and 
the ‘“‘M"’ for Manufacturers—Re- 
flector and Lighting Equipment 
Manufacturers. 


How does the RLM Label 
assure conformance to RLM 
Standards? 


Representatives of the Electrical 
Testing Laboratories periodically 
visit the plants of all manufac- 
turers participating in the RLM 
Specification-Certification Pro- 
gram. These ETL inspectors are 
authorized to take lighting units 
right off the assembly line or out 
of stock at random and make the 
required tests. They may also ob- 
tain test samples y Soom from dis- 
tributors’ stocks in order to check 
conformance tO RLM minimum 
standards 


Who are the Electrical Testing 
Laboratories? 


Electrical Testing Laboratories, 
Inc., 2 East End Ave., New York 
21, N. Y., is an independent test- 
ing organization which has con- 
spicuously served industry for over 
50 years. With this impartial and 
screnuhc organization rests the 
sole responsibility of determining 
whether or not an industrial light- 
ing unit measures up to every 
individual quality standard that 
qualifies it to bear the RLM Label. 


What are the 4 Basic Tests 
made by Electrical Testing 
Laboratories? 


(1) Quality of reflecting surface, 
(2) Reflection factor, (3) Shielding 
angle and reflector dimensions, and 
(4) Photometric test for light 


distribution and efficiency 
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What does the RLM Label 
stand for? 


The label affixed to a lighting unit 
certifies that the reflector meets 
the minimum specification and 
performance nade, determined 
and established by the RLM Stand- 
ards Institute. 


Who sponsors the RLM Stand- 
ards Institute? 


Incorporated as a non-profit or- 
ganization, the Institute is 
sponsored by 28 manufacturers 
who voluntarily elect to manu- 
facture industrial lighting equip 
ment in accordance with RLM 
Standard Specifications 


How are RLM Standard Speci- 
fications established ? 


The RLM Technical Committee, 
with the counsel of outstanding 
illuminating engineers, continu- 
ously reviews present specifications 
and suggests improvements and 
prepares new specifications. The 
Committee's recommendations 
then are reviewed by the Board 
of Trustees and finally submitted 
to the Institute Members for 
ratification. The adoption of new 
specifications requires approval by 
at least 80% of the membership 


DAAOR 


SRI! STANDARD 


() 
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In addition to design and con- 
struction features that meet 
certain minimum standards, 
what else does the RLM Label 
assure the buyer? 


It provides the buyer with a war 
ranty of uniform quality. In 
addition to the periodical inspec- 
tions and tests made by the 
Electrical Testing Laboratories, the 
manufacturer warrants that every 
unit shipped by him meets the 
publishex specifications of the 
Institute 


How many different types and 
sizes of RLM Units are there? 


A There are 18 basic types of RLM 


Units made by one or more of the 
28 member-manufacturers. At 
present there ts available a coral of 
over 320 different makes and types 
of units which either bear the RLM 
Label or are on submittal for test- 
ing and certification at Electrical 
Testing Laboratories 


How may | obtain free copies 
of all existing RLM Specifica- 
tions and a check list of RLM- 
Member Manufacturers? 


Send for the 48-page RLM Specifi- 
cations Book and the new Ques- 
uon and Answer booklet. Write 
RLM Standards Institute, Suite 817,. 
326 W. Madison St., Chicago 6, 
Ill. Your copies will be mailed 
without cost or obligation 


SeINSTITUTE 











: A schematic layout of Surfaceduct. HERE’S WHY 


Numbers preceding part designations 


are NE Catalog numbers. NE SURFAC EDUCT 

NE Surfaceduct is an all-purpose electrical raceway, WILL DO THE JOB 
especially suitable for wiring modernization .. . @ 8 device covers accommodate 
flexible lighting layouts ... wiring extensions, addi- over 300 manufacturers’ 
tions and relocations. approved devices. 

Surfaceduct is a two-piece base and capping with @ Designed for loads up to 60 
the practical “lay-in” principle pioneered by National. amperes. 
No fishing required. Simply attach the base—lay in © 22 simple fittings meet all job 
the wires—snap on the capping. Unique bridge pro- requirements. 
vides firm anchorage for capping and devices. Sold through leading electrical whole- 

With Surfaceduct, circuits are instantly available. salers. Listed by Underwriters’ ’ 
Changes and additions can be made inexpensively. Let Laboratories, inc. 


us send you complete information. 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA. 
3 Plants *« 7 Warehouses * 34 Sales Offices 
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When the fob calls for EMT 
it pays 10 G0 
ALL THE WAY with NE! 


oratories, inc. 
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“Protection” is the theme of 

Edwards 1953 advertising campaign. 

Dramatic ads like this show how 

Edwards products help protect life, 

property, health, comfort, efficiency 
. in schools, hospitals, offices, 


factories and homes. 


Edwards protects your profits, too, 
because all Edwards business is 
channeled through the distributor. You 
profit by Edwards systems business as 
well as on your sales of staple products. 
That's why promoting the entire 


Edwards line pays extra dividends! 


World’s Most Reliable Time, Communication and Protection Products 
EDWARDS COMPANY, INC., NORWALK, CONN. ¢ In Canada: Edwards of Canada, Ltd. 
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NEW LINE of 
pull-out type 


SWITCHES 





Cutler-Hammer now offers a new, com- 
plete and comprehensive line of pull-out 
type main and range switches. It provides 
features to help the contractor do a better 
job for his customers and an easier, more 
profitable job for himself. 

This new line is available with main and 
range plus 4, 6 and 8 plug fuse circuits, in 
surface or flush mounting with the shallow 
case that fits modern wall construction... 
and in various types of enclosures. 

There are 76 knockouts in each case, rang- 
ing from 4%" to 1%"; the easy to remove 
interior which slips out after you loosen one 
screw, provides more wiring space; easy-tite 
wire holes; solderless connectors for “tap 
off’; a clear, easy-to-read, easy-to-follow 
wiring diagram; and a one screw cover 
mounting for the surface types. 

Customers like the easy and safe access 


SE 
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to fuses; the good-grip 

pull-out handle that makes 

pull-out easy to remove for fuse 
replacement in emergency. Customers 

like the better appearance, harmonizing with 
any home decoration scheme. And they 
like the dependable, trouble-free service 
resulting from features like silver plated 
contacts, ample contact area, and 
operation. They know that the 
Cutler-Hammer on the case, advertised for 
many years in Saturday Evening Post, 
Better Homes & Gardens, etc. means more 
for the same money. They respect the con 
tractor that handles this kind of equipment. 
Featured by leading distributors from coast 
to coast. CUTLER-HAMMER, Inc., 1327 St. 
Paul Avenue, Milwaukee 1, Wisconsin. 


cool 
name 


CUTLER-HAMMER 


SONTROL 








s. there is nothing finer than G 
% ule 


REG. U.S PAT, OFFICE 


custom-fits any commercial interior —at no more 
than the cost of ordinary fixtures 


50,000 DIFFERENT PATTERNS POSSIBLE 
20% MORE LIGHT 


When you specify MITCHELL MODULE, you specify the 
best in ultra-modern commercial lighting. It’s a revela- 
tion: with just 4 simple, low-cost “building blocks of 
light’’, MITCHELL MODULE offers unlimited lighting pat- 
terns to custom-fit any commercial interior. MODULE’S 
exclusive plastic louver passes 20°, MORE LIGHT. Units 
fit together simply (mechanically and electrically) for 
quick, low-cost installation, and for easy rearrangement 
of patterns to suit changing needs. MODULE mixes all 
light sources smoothly in one harmonious, beautiful 
system—puts the light exactly where it’s needed. No 
ordinary fixtures can match MODULE—the only lighting 
that custom-fits with standard low-cost units. 


Only MITCHELL makes MODULE 


There's nothing in lighting easier to specify, easier 
to sell than MODULE. It custom-fits and “grows"’ 
with every lighting need; it delivers MORE LIGHT; 
it stays beautiful, new; it costs no more than ordinary 
fixtures. It's America's No. 1 Commercial Lighting 
with exclusive advantages for architects, wholesal- 
ers, contractors, utility consultants and users. You'll 
want the facts about MODULE—write today for 
full descriptive catalogs 


MITCHELL MANUFACTURING COMPANY, Dept. 1-A 
2525 North Clybourn Avenue, Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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G-E SERIES BALLAST WEIGHS LESS than lead-lag ballast of compara- 
ble quality, for 96T12 lamps. Above, G-E ballast is two pounds 


erles or lead-lag ballasts for 


~ SERIES 
ALLASr 
FOR 96112 Lamps 


lighter than typical lead-lag ballast. Series design requires fewer 
materials, gives lower weight, cost, at no reduction in quality. 


G-E Series Ballast for 96T12 lamps costs less, weighs less, has 
lower power losses than lead-lag ballasts of same quality; 
also gives equal lamp life with little difference in “‘strobe“’ 


Both G-E series ballasts and so-called “new design” lead-lag 
ballasts for 96T12 lamps assure full rated lamp life, have 
comparable lamp replacement costs, and provide approxi- 
mately the same stroboscopic correction. 

For 96T12 lighting applications, the G-E series ballast 
will use less materials and will weigh less; will have lower 
losses and lower power consumption; and will provide lower 
cost lighting than a lead-lag ballast of comparable quality. 

The reason is simple. The series ballast more efficiently 
starts and operates the lamps because they are started in 
sequence rather than simultaneously. Therefore, fewer ma- 
terials are needed, and a lighter, less costly ballast results. 


If a lead-lag ballast approaches a series ballast in active 


material utilization as well as weight, it must almost cer- 
tainly give poorer lamp performance. Why? Because such 
reductions are made at the cost of lamp current, giving less 
light per fixture. This means that more fixtures would be 
necessary to achieve the same total light level. 


A MATTER OF ECONOMICS 


General Electric makes more ballasts of ail types, including 
those with lead-lag circuits, than any other manufacturer. 
G-E research engineers consider every important factor for 
each type of ballast. In ballast design, other things being 
equal, the biggest single factor is highest practical quality 
at lowest cost. That’s why General Electric recommends 
series instead of lead-lag ballast for 96T12 lamps. 


GET FULL INFORMATION —complete details on comparisons between series and 
lead-lag ballasts for 96712 lamps are in bulletin GEA-5909. Write Section E 412-103, 
General Electric Company, Schenectady 5, New York. 


GENERAL @@ ELECTRIC 





NO APPRECIABLE “STROBE” DIFFERENCE with either G-E series pictures were taken under identical conditions: disc spinning at 
ballast (left) or “new design” lead-lag ballast (right). Both exactly 100 rpm, illuminated by same two 96T12 lamps. 


96112 lamps? Here are the facts: 


STATIONARY “STROBE” DISC, left, for testing 96T 12 lamps is black 
with white lines, mounted on 100 rpm motor. Right: disc spinning 
at 100 rpm in daylight shows no lines —or zero “strobe.” 





1, voir. 
sauast AMPERE 
oss REQUIREMENTS vot. 
in warts w BALLAST & es oF ay AMPERE 
Typical | Loss “MEW DESIGN” REQUIREMENTS | 
MEW DESIGN" «IN WATTS. LEAD-LAG oF 
LEAD-LAG G-£ SERIES BALLAST G-£ SERIES 
= “sauast 7 sauast = with Two PBALiasT witw 
FoR 96T12's | FOR 9eTI2’s | 96T12 LAMPS 96TI2 LAMPS | 


: hay . - ; 
' ps rare ets Ca 


EQUAL MAINTENANCE TIME is taken in replacing lamps, whether LESS POWER CONSUMPTION, inherent to G-E series ballast, is 
series or lead-lag ballast is used. Time is spent in moving ladder shown in left chart, above. Right: series ballast must be smaller, 
and climbing up, not in few seconds taken to change lamps. lighter, as weight and size are about proportional to volt-amperes. 

















to meet the AD VA NCE wm Latest 
fluorescent CAMP developments... 


TRANSFORMER 


a4 CABLE ADDRESS: 
LE ADTRANS 


1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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Chain Store Age 


Recommends CERTIFIED BALLASTS for 
Fluorescent Lighting 


CHAIN STORE AGE, in advising chain store operators on their selection of fluorescent 
lighting equipment, said: 


“The ballast is the heart of a fixture. The surest way to choose a ballast is to look for the Certified 
shield ... it is the only assurance of long lamp life. Inferior 

ballasts delivering wrong wattages result in low light output.” PD 3 
Experience has proved that CERTIFIED BALLASTS assure: Sy 


Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 


Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


w @& Participation in the CERTIFIED BALLAST program is open to any 
; inti manufacturer who complies with the requirements of CERTIFIED 
CERTIFIED ae . BALLAST MANUFACTURERS. 


PATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





J ‘ 
2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Look for this label 
| when you buy fittings. 





CONDUIT PIPE PRODUCTS CO., BUS , OHIO 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & £.M.T. 
RUNNING THREAD *¢ GOOSENECKS * WALL PLATES . 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


gee. | oie METHOD 
% —BAILOLL 3 
CO. 


Distributed by GALVA,* ILLINOIS 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chicago, Ill.; Clifton Conduit Co., Jersey City, N. 3.3 
The Steelduct Co., Young , Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Ltd., Preston, Ont. 
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two big 
targets 


for 


year-round 


The weatherman is here to stay, 
And he does all the choosing— 

If summer crowds don’t flock to buy 
Don't think you're always losing. 


Large 
Commercial 


Industrial 


Residential 
Commercial 


protits 


Don't forget that all DIEHL fans 
Produce a splendid profit— 

Here’s your chance to go to town 
With a line that's really got it! 


[3o3 FANS 


DIEHL fans will sell the year around, 
Regardless of the season— 

To ventilate as well as cool, 

To cite just one good reason. 


NEW ELECTRICALLY REVERSIBLE 


20-Inch Window-Type Ventilator 
AIR CIRCULATORS 


Oscillating 
and Non-Oscillating 


TABLE AIR CIRCULATOR 


It’s A Table—It's A Fan 
PACKAGE UNIT ATTIC VENTILATORS 


2 New Sizes 





We're ba 
u can 
So yo hts on D 


Set your sights . 
Make money '" a breeze 


CATALO 


c 
EWSPAPER STERS ° 


wINDOW DECAL 


D MAT 





Well-balanced 
warehouse stocks 
carried in: | 
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cking you with deal 


ith ease— . 
sell with IEHL's great line, 


E s 
° ENVELQOE e 


DISPLAYS 
s « DISPL 


1 ATLANTA 


er helps, FANS you can 


Desk and Bracket Fans 
Pedestal Fans 
Kitchen Ventilators 
Exhaust and Ventilating Fans 
A size and type for every need 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
FINDERNE PLANT © SOMERVILLE, N. J. 


TUFFERS 


AY CARDS 





District Offices: Atlanta ® Baltimore © Boston ® Chicago ® Detroit © New York ® Philadelphia © Worcester 


BOSTON CHICAGO + DETROIT NEW YORK PHILADELPHIA 


21 





Se 


Complete...from A to Ezra! 


YES, SIR, Gedney makes a complete line...a fit- able MALLEABLE IRON and hot dip galvanized by a 
ting that’s exactly right for every job. special process. 

What’s more, Gedney fittings are made com- It’s no wonder, then, that when you sell Gedney 
pletely in Gedney’s foundry and machine shop. fittings you sell complete satisfaction. Your custom- 
Every manufacturing step is under continuous, posi ers get lasting dependability, and slash their instal- 
tive control. Accurate machining and precision lation time and costs... Write or phone now for the 
threading are assured. Gedney fittings are unbreak- full Gedney story. 


GEONEY =< 
FITTINGS =~ 
Fi 17/ RKO BLDG. + RADIO CITY + NEW YORK 20 


Foundry, Factory and Shipping Point: Terryville, Conn. 
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The EMT thin wall conduit 


—an all new product, inside 
and outside! 


Inside: Wire pulling easier than ever with the new 
smoother, protective coating of resinous lac- 
quer compounded with Zirconium, Corrosion 
resistance plus assured grounding. 

Outside: Electrogalvanized exterior specially processed 
for this smart, new finish. Where conduit must 
be installed in exposed locations, SPANGLEAM 
presents a neat, attractive appearance. 
SPANGLEAM is highly resistant to smudge, 


abrasion and corrosion. 
$ 


tops in the field! 


easier to cul 
easier to bend 
faster to install 
cleaner 
lightweight 
strong 
permanent 
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available immediately in 
the full range of six sizes: 


149", and 2” O.D 


Find out how 
ean help vou 


vive you a better installation 
make your work easier 
build profits 


See your distributor 


— he has in sto k. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30, PA 


District Offices and Sales Representatives 
in Principal Cities 





‘LOOK TO THE FUSE LEADER FOR PRODUCTION PROGRESS 


| 
| 
gl 


HI-LAG FERRULE 
FUSE CONSTRUCTION 


Our ferrule type 
fuse has a heavy brass bar, which locks 
into open end ferrule, bridging fuse case. This 
bridge locks link to prevent twisting and cap 
tightens on new center contact. No sagging 
washers or twisted links to cause overheating. 


HI-LAG 


& 
FUSES 


Double Fibre Bridge Assembly 
Increases Strength 10 Times 


WARE HI-LAG Fuses have the strongest, most rigid knife blade 
assembly ever designed in fuses. The two heavy fibre bridges are 
supported by sturdy brass brackets which add greatly to the 
strength of the assembly. These bridge supporting brackets are 
attached to the copper knif2 blades and contact the entire end of 
links so that current flows through the brackets as well as the 
blades over a large area. Another reason for WARE HI-LAG 
Fuse’s cool operation. 

Perfect alignment is always maintained in this knife blade assem- 
bly with links centered in casing. The links are quickly and easily 
replaced or removed by loosening the nuts and slipping in or out. 

Start using WARE HI-LAG Fuses today! Make them Standard 
Equipment for greatest economy and satisfaction. Investigate now! 


Write for Brochure giving details of all the COOL FACTS, sizes and prices 


APPROVED BY UNDERWRITERS LABORATORIES 


WARE FUSE CORPORATION 


4420 WEST LAKE STREET > CHICAGO 24, ILLINOIS 
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y OPEN LIKE A LATTICE 
_ DIFFUSING LIKE GLASS 
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uth GrateLite Louvre 


| the latest idea in lighting 
U.S. & Can, Pats, Pend A SYMPHONY OF DIFFUSED LIGHT 


The first integral plastic louvre for fluorescent iighting, molded of 

LUSTREX polystyrene. It reveals a new conception of architectural 

beauty and efficient lighting: 'ts diffusion results fromthe %’’ 
cubical lattice that cuts off direct light at a 45° angle. 


But words alone cannot describe beauty. See for yourself 
and ask to be shown a sample. It will give you a new 
outlook on lighting. 


GrateLite is tough, quickly cleaned ana 
de-staticized. It is furnished in one piece with 
Guth Fluorescent Fixtures. 
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FOR OUTDOOR SERVICE 


The finest transformers for outdoor operation 
of all H-1 400 watt mercury lamps. From core 
and coil to seamless hot-dipped galvanized case, 
every modern design and construction feature 
has been built in for longest transformer life 
and maximum lamp performance. 

Every Jefferson Transformer is engineered 
to the highest quality standards. All are in 
deep drawn weatherproof cases for years of 
positive protection against the elements. Each 
has all the extra value features found omly 
in Jefferson Transformers. 


Streamlined hot-dipped galvan 
ized case sheds water like a duck 
No seams, no cracks, no place 
for moisture to seep in. Welded 
bracket has keyhole slot for easy 
mounting. Dura-Gray harmoniz 
ing finish for modern, attractive 
installations 


Large handhole gives easy access 
to color-coded tagged leads. Cor- 


rect installation is quick, positive 


Patented Jefferson Adaptor con- 
verts wall and post mounting 
transformers to pole top units in 
minutes. Transformer stocks can 
be cut drastically as one type 
transformer can be mounted 
wherever needed—wall, post, or 
pole-top with an adaptor 


Universal Adaptor fits any pole 
top from 2-1/2" to 4° O.D. — 
fills every need. It's inexpensive, 
easy to mount. Provides a solid, 
weatherproof base for the trans 
former. Comes fully equipped 
with outlet fittings. 
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FOR INDOOR SERVICE 


Jefferson two-lamp transformers cut instal- 
lation costs by reducing wiring up to 50%. 
High power factor design delivers maxi- 
mum lumens per watt. Failure of one lamp 
does not affect the operation or brilliancy 
of the remaining lamp. Stroboscopic effect 
is minimized since the two lamps operate 
out of phase with each other. 

Mercury and incandescent lamp wiring 
facilities are provided at both ends in ample 
wiring compartments. Leads are color- 
coded and tagged. One-half and 34” knock- 
outs are provided in both sides of each 
wiring compartment and in both end plates 
for trouble free wiring. Condenser is 
mounted in a separate compartment for 
efficient cooling and maximum life. 


Jefferson Single Lamp Transformers give 
you every vital feature for top-notch lamp 
operation and economy. Press-fit riveted 
core, double varnished core and coil as- 
sembly, three primary taps (not just two), 
easy mounting brackets, and incandescent 
as well as mercury lamp leads out of both 
ends are a few of the outstanding Jefferson 
features. You get all these extra values in 
Jefferson Transformers, yet they cost no 
more than ordinary transformers. 

Specify Jefferson for the best operation 
of every mecury lamp installation. New 16- 
page illustrated Bulletin 521-5 gives com- 
plete data on H-1 400 watt models as well 
as the new Jefferson Transformers for 
H-12 and H-15 1000 watt mercury lamps. 


JEFFERSON ELECTRIC COMPANY 
BELLWOOD, ILLINOIS 


TWO-LAMP 
TRANSFORMER 


SINGLE LAMP 
TRANSFORMER 


# Transtormers 


Jettersong 
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INSULATING 


need! e 
W 


IMPORTANT = ACCURATE RUBBER TAPE 
PROFITS! , Features high elasticity, excellent cohe- 


sion, high dielectric and super aging 
; qualities. Available in Standard and 
rae tyehsngnatnc . A.S.T.M.-A.A.R. grades. 
to make Accurate 
your complete tape 
department. Three 
reliable tapes na- 
tionally advertised 
throughout the elec- 
trical industry. 


ACCUR ATE ACCURATE FRICTION TAPE 


tic Tape High grade rubber carefully compounded with 

| Piaa finest cotton base provides maximum mechun- 

i ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 


e+. no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
pulk-reducing to apply. Accurate tapes make accurate wraps — pull tight and 
ra on of thin clean over irregular surfaces. When you order tape, mention 
mechan- Accurate by name. It’s the one sure way to complete tape satis- 
dielectric faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 

Garfield, New Jersey — address inquiries to Dept C. 


Offer : 
combinat! 
caliper, -¥ 


Li iasiasiartinanin 
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A complete line of 


V-Belts and V-Belt Drives, 
Flat Belts and Belting 


@ Whatever your customer's belt drive requirement, 
“U.S.” can supply it. With “U.S.” warehouses stra- 
tegically located across the country, you are assured 
of immediate shipment. 

To increase your sales, “U.S.” gives you sales 
engineering assistance, product training, proven sell- 
ing aids including catalogs, envelope stuffers and dis- 
plays. For more information write to address below. 


U. S. Rainbow Multiple and 
F.H.P. V-Belts 


U. S. Rainbow Multiple and 
F.H.P. Sheaves 


Flat Belts and Belting 
Special Purpose Belts 





U.S. Rainbow Q.D. Sheaves 
in a complete line 


Quick-demountable sheaves bring 
many advantages...simplicity...inter- 
changeability ... reduced maintenance 
time... lowest cost for flexible inven- 
tory. Sheaves and V-belts from the one 
source guarantee your getting the right 
sheave with the right belt—plus a com- 
plete engineering service. 


PRODUCTS OF 











UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Startli ng 


new connector 
erformance... 


from the Chemistry Lab 


Here’s News!... 
BLACKBURN has 
perfected an amazing 

new and exclusive 
chemical process — the 
CFC Process*— which 
drastically reduces thread 
friction. .. Result —over 
25°) increase in clamping 
force, to make the outstanding 
BLACKBURN Connector 
even better. 


Tests show that high pressure con- CFC Processed for improved 
nections on copper conductor have high - pressure connections 


lower resistance—stay tighter—and 
give you lasting, trouble-free service. 


This new discovery means that every 
BLACKBURN Hi-Strength Connector 
for copper connections makes and holds a 
maximum-pressure connection—an absolutely 
dependable connection that will stay tight and 
trouble-free year after year. 


* Chemical Friction Control Process — Patent Pending 


JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo. * Phone CEntral 3007 
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CONTROL WIRING on the table power-elevator of this PC-30 Comparator, made 


by Jones & Lamson Machine Co., 


is protected by SEALTITE electrical conduit 


SEALTITE —iteal conduit for contro wiring 


Type UA, now UL-approved for wet 
spots, protects against liquids, corrosive 
fumes, and abrasion. 


Where a flexible connection is re quire -d to mov- 

ing machinery parts, seEaLtire* gives wiring 
the finest all-around protection. sEALTITE Type 
UA is the first flexible electric: al conduit to be 
approved by Underwriters’ Laboratories, Inc. 

for wet locations and where exposed to mineral 
oils (up to 60C). Its liquid-tight synthetic 
jacket keeps out water, grease, oil, chemicals, 


*Trade Mark 


corrosive fumes and dirt and resists abra- 
sion. It will not crack under vibration. Pri- 
marily for machine tools and comparable appli- 
cations, a JIC-approve ‘d seattirE Type EF 
is also avi rail ible. It can be bent to small radii 
and installed easily in cramped quarters. 
sEALTITE—both Types UA and EF—is easy to 
stock and handle. Buy it in long lengths; then 
cut as needed. For further information about 
SEALTITE, write to The American Brass Com- 
pany, American Metal Hose Branch, Water- 
bury 20, Connecticut. In Canada: The Cana- 
dian Fairbanks-Morse Company, Ltd. soos» es 


for flexible, liquid-tight electrical conduit—specify 4 EALTITE an ANACONDA® product 
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your sales repeat— 
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RNDY BURNDY BURNDY BURNDY BURNDY | BURNDY BSURNDY BURNDY BURNDY BURND 
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BURNDY BURNDY BURNDY | BURNDY BURNDY BURNDY BURNDY BURND 
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cat_no KVS78 


URNDY BURNDY BURNDY BURNDY BURND»Y BURNDY BURNDY BURNDY BUi?_* BURND 
= wo, - 


—when stock’s ce plete 


You’re bound to build steady, repeat business when you \ 
can always fill all your customers’ needs. That’s why 
it pays to carry a complete stock of Burndy Connectors: 


engineered to do a better connecting job... 
advertised to sell better... 
and priced to bring you a better return. 


When you connect with Burndy... you connect with Business! \ 


BURND Y 


52-23 BURNDY ENGINEERING COMPANY, NORWALK, CONNECT. BURNDY CANADA LTD., TORONTO 8, ONT. 
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APPLETON REEL 
Positive Safety 


FOR PLANT AND PERSONNEL 


Automatically Takes Up, Pays Out Conductor Cable 
Keeps Cord Reeled Up Safely Out of the Way 





TYPE “YS” 
FOR TRAVELING 
HOISTS 


The Appleton Type “YS” Reelite for traveling hoists 
is built with a swivel base, permitting cord to be fed in 
any direction. Mounted at the mid-point, a Type “YS” 
Reelite equipped with 45 feet of cord will serve a 
siretch of track 90 feet long, straight or curved. 

The Type “YS” Reelite eliminates the necessity tor 
exposed current collectors, trolleys or wires. Outer cover 
easily removed to service brushes and power spring, or 
to make solderless line connections direct to terminal 
block. Oil-less bearings at all points of rotation. 


RATING: 15 Amperes, 550 Volts A.C.; 250 Volts D.C. 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 
‘1734 Wellington Avenue * Chicago 13, Illinols 
Field Engineers in all Principal Markets 


SEND TODAY for free copy of new Bul- 
letin 504. Fifty full pages describing 
Appleton Reelites shown here, plus spe- 
cial types and combinations for power 
tools, air and liquid lines. 
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Now...A GREAT 
New APPLETON aecLiTeE 


Here’s the new, a// new, Appleton 7S Portable Reelite— 
an automatic cord reel that takes light right where it’s 
needed, in carloading, stock-keeping, machine inspec- 
tion, building maintenance—on hundreds of jobs that 
require bright, safe, movable illumination. Now equipped 
to swivel continuously in either direction. Keeps cord 
reeled up out of the way. Positive stop action holds cord 
at desired length—re-reels cord when job is done. Avail- 
able accessories include six types of hand lamps, machine 


tool connector body or key socket. 


CONSTANT DUTY TYPE 
FOR HEAVY JOBS 


Carries smooth, uninterrupted power 
to moving electrical machines. Auto- 
matically winds up and pays out rubber 
covered cable to cranes, hoists, eleva- 
tors, lifting magnets, generator sets— 
heavy mobile equipment of every kind. 
Pays for itself in efficiency, safety, cable | 
protection. 





CONDUIT FITTINGS « LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELITE: 














Washington 
STRAWS. 


CONSTRUCTION ACTIVITY © The new year begins with the ban on recreational con- 
struction removed and other NPA building restrictions broadly liberalized. By mid-year, 
remaining construction controls will be lifted, too. 

During 1952 a record volume of $32.3 billion was spent on new construction— 
a 5 per cent jump over 1951. New private construction put in place was valued at 
$21.8 billion, slightly more than in 1951, while public expenditures reached $10.5 
billion, up $11 billion from previous year. 

But while dollar outlays reached a new high in 1952, the physical volume of new 
construction was below 1951 and the 1950 record level—a reflection of increased 
construction Costs. 

Within the category of private construction—which remained at about the 1951 
level, on an over-all basis—there were big declines in 1952 for stores, restaurants 
and garages, and increases for public utility projects and industrial building. Private 
residential building accounted for about half of total private construction. 

Public Construction expenditures rose almost 15 per cent over 1951, particularly 
for military and naval installations, highways and industrial facilities. The last category 
—including atomic energy plants—registered a greater dollar increase in 1952 than 
any other segment of the construction industry. 


MOBILIZATION PLANNING e Retiring defense mobilization director Henry H. Fowler's 
final quarteriy report contained what may become a damper on the hopes of those 
looking for quick tax cuts reductions in the military budget, and reduced expenditures 
on foreign aid: a pointed declaration that defense mobilization is only in “mid- 
passage,” and that a costly job stili lies ahead. 

Because of Russia's continuing anti-U.S. policies, said Fowler, this country must: 
(1) complete the equipment of the expanded forces needed for our security; (2) 
maintain our lead in military research and technology; (3) work out a satisfactory 
long-range plan with NATO countries for the common defense effort; and (4) complete 
and maintain the domestic mobilization base for all-out war. 

The last phase of the mobilization job ahead must still become national policy. 
To date, U.S. Defense Mobilization has been only partial, based on what the national 
economy can afford. Fowler would like domestic industrial capacity to be boosted to 
meet needs created by all-out war. In essence, this would be a buildup of standby 
productive capacity. 

This is the kind of new legislation required for Fowler's full mobilization program: 

1. Authority for the government to build plants for essential industrial materials 
and components that private industry might be unwilling to produce. (Fowler empha- 
sized that there should be “appropriate safeguards in the law to assure every opportu=ity 




















to private enterprise to undertake the job with government action only as a last 
resort.” ) 

2. Authority for the government to maintain the reserve capacity; for if these 
facilities are not kept in ready standby condition, their restoration would be exceedingly 
costly when needed. (Fowler cited the experience with the government-owned Nicaro 
Nickel Plant in Cuba, which closed down after World War II and which had to be 
reactivated after Korea at great cost of rehabilitation funds and valuable time.) 

The Defense Dept. and the Civilian Mobilization Agencies are now making a 
study to measure the nation’s maximum potential production under full mobilization 
and to identify resource deficiencies that can be remedied. This study, to be finished 
by early spring, would be the basis for Fowler's full mobilization program 


ELECTRICAL EQUIPMENT OUTPUT ¢ The peak for electrical equipment output will be 
reached in second quarter 1953, in terms of dollar volume, says NPA. The level 
should be maintained firmly for the next four years in heavy power and central station 
equipment. Electric power and atomic energy expansion programs should provide a 
solid prop. But there’s uncertainty in electrical building materials because of the 
clouded long range construction outlook. 

For 1953, the National Electrical Manufacturers Assn. expects the industry to 
equal or exceed its 1952 volume of $12 billion. A 5-10 per cent increase on an over-all 
basis is possible, says NEMA, because of: continuing big additions to electric power 
Capacity, greater consumption of electric energy, and the general outlook for the mainte- 
nance of high levels in industrial production, investments, employment, earnings, 
construction and consumer expenditures. 

Power equipment will again be the electrical industry's pace-setter this year, accord- 
ing to NEMA’s forecast, with volume more than double 1947's. Other expectations: 
sales of insulated wire and cable will be slightly higher than last year's; there'll be a 
decrease of about 5 per cent in industrial apparatus; illumination equipment will rise 


5-10 per cent over 1952 (after a 15 per cent drop from 1951 to 1952); and electrical 
equipment for construction will decline in sales volume slightly. 


POST-MOBILIZATION MARKETS e¢ The Commerce Dept’s “markets after the defense 
expansion” identifies possible threats to the economy when the mobilization boom 
peters out. To start with, there’s a forecast that 1953 will be another good year for 
all business. This is backed up by anticipated capital investment of $26.3 billion for 
the year—not far below 1952's record $26.9 billion. There’s uncertainty about 1954, with 
a real possibility for a general downturn in business. The critical year will be 1955, 
according to the outlook. If the downturn hasn’t started sooner, then this is the year 
for it. 

By 1955, the forecasters expect the total market for private domestic investment— 
in plant and equipment, housing, farms, and other construction—to be down to around 
$51 billion from the 1951 level of $58.5 billion. But while steel and other defense- 
stimulated industries are tapering off their expansion, atomic energy, chemicals, electric 
power, and many consumer industries, such as television and air-conditioning, should 
keep expanding. 

The report doesn’t spell out any solutions on what to do about the decline. The 
implication is simply that it’s up to businessmen to sell hard. The report notes that 
consumer spending will be the big weight that'll swing the economy up or down. 


( Washington, D.C.—January 5, 1953) 
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IMPORTANT FEATURES! 


Path of grounding circuit through plug sleeve and 
receptacle housing. 


Complete terminal units in both receptacle and plug are 
removed for wiring by loosening 2 screws on either 
side of receptacle or plug housing. 


Circuit wires may be installed easily to solderless terminals. 


Phosphor Bronze springs in plug and receptacle insure 
grounding before poles complete circuit. (In Style 2, 
grounding pole is made longer so that grounding cir- 
cuit is made first, broken last.) 


Gasket on clamping nut assures vaportight seal between 
plug and receptacle. 


Concealed cord clamp with rubber bushing grips cable 
securely, making plug vaportight. Smooth, easy-to- 
handle aluminum cap covers complete clamping unit, 


APPLETON 


Circuit Breaking 


Plugs and Receptacles 


30, 60 OR 100 AMPERE CAPACITIES * 250 V.D.C., 600 V. A. C. 


Durability... ease of wiring ... complete safety! 
You get all three with Appleton Circuit Break- 
ing Plugs and Receptacles! 

Cadmium-plated Malleable Iron Junction 
boxes and highest quality die cast aluminum 
housings on both plugs and receptacles guard 
this equipment against the hard knocks of severe 
service conditions. Complete terminal units 
equipped with solderless connectors in both 
plugs and receptacles assure fast, easy wiring. 

Receptacle housings are available in four styles 
—Dust-proof lift-cover, threaded with cap,or 
threaded without cap,and plain. Plugs available 
with or without clamping ring. 

This equipment can be used for reversed serv- 
ice by installing terminal units in opposite 
housings. 


Appleton Plugs and Receptacles are made in two styles: Style 1 
(as illustrated) is designed for use in installations where cor- 
rosion is not excessive and where the plug sleeve and the 
receptacle housing may serve as a safety circuit 

Style 2 grounding is made through extra pole in Plug and 
Receptacle. This style is recommended where excessive cor- 
rosion exists. Grounding pole is made longer so that ground. 
ing contact is made first and broken last. 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue « Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. «+ DETROIT, 3049 E. Grand Bivd. 
CLEVELAND, (836 Euclid Ave. « SAN FRANCISCO, 655 Minna St. + ST. LOUIS 
227 Frisee Bidg. « LOS ANGELES, 100 N. Santa Fe Ave. « ATLANTA, 724 Boule 
vard, WN. E. « BIRMINGHAM, 6809 Brown-Marx Bidg. «+ MINNEAPOLIS, 305 Fifth 
Street, S. « PITTSBURGH, 412 Bessemer Bidg. « BALTIMORE, 100 E. Pleasant 
St. «+ BOSTON, 226 Ruggles St. + PHILADELPHIA, 23! South 20th « CINCIN 
NATI, 608 American Bidg. « HOUSTON, 717 M. & M. Bidg. « HAVANA, Cuba 
Malecon No.9 «+ DENVER + DALLAS + INDIANAPOLIS + KANSAS CITY 
ORLANDO « MILWAUKEE «+ NEW ORLEANS «+ SEATTLE «+ PORTLAND, ORE 


Export Representatives 
International Standard Electric Corp.. 50 Church St.. New York 7, NY 





CONDUIT FITTINGS + LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELITES 


You always find the EXACTLY RIGHT 
TERMINAL-—in the Complete line 


Shown above, at center, is one of the various Multi-Slit Tapered Sleeve lugs in the Penn-Union cata- 
log. You'll also find E-Z lugs with Post-and-Nut, Vi-tite, Multifit, and numerous clamp types. These 
pictures can merely suggest the variety. 


Below are shown Thread-On, Shrink Fit and screw types, soldering lugs, a wide selection 
of sheet metal terminals, ete. Penn-Union makes the terminal you need. 


Also, Tee Connectors; Cable Taps; Straight, Parallel, Elbow and Cross Connec- 
tors; Bus Supports, Clamps, Spacers; Grounding Clamps; Service Connectors, etc. 


Penn-Union fittings are the choice of leading users, who have found that 
if Penn-Union makes it, it’s dependable — mechanically and electrically. 


Sold by Leading Wholesalers 


em PENN-UNION ELECTRIC CORP. 
LHP ERIE, PA. 


Canada: Dominion Cutout Company, Ltd. 
250 Richmond St. West, Toronto 
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COLUMBIA 


ELECTRICAL PRODUCTS 


All COLUMBIA electrical products are Serving the Electrical Industry 
Approved by Underwriters’ Laboratories Since 1912 


& 


Columbia Cable & Electric Corporation 


255 Chestnut Street Brooklyn 8, N. Y. 


Sales Representatives in Following Cities: 
Atlanta, Ga. Detroit, Mich. Minneapolis, Minn. Portland, Ore. San Francisco, Calif. 
Boston, Mass. Glassport, Pa. New York, N. Y. Dallas, Tex. St. Louis, Mo. 
Chicago, Ill. Los Angeles, Calif. Philadelphia, Pa. Seattle, Wash. Thornwood, N. Y. 
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THIS HANDLE HOLDS THE KEY TO 


PROFITS! 


e 


ENCLOSED LOW-VOLTAGE 
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For the man whose production depends ona 
steady supply of power, the operating handle 
on an I-T-E Circuit Breaker holds the key to 
dependable, profitable operation. 

Modern industrial-type I-T-E Circuit Break- 
ers Offer swift restoration of service whenever 
an overload occurs. A tripped I-T-E breaker 
can be spotted immediately, and when the 
fault has been cleared, there’s nothing to 
replace. Simply reset the operating handle at 
“on” position, and production can continue 
immediately. 

Your customers should not have to gamble 
on outmoded electrical protective devices. 
Don’t let them lose costly production time 
making element replacements when electrical 
overloads occur. Sell them the best protec- 
tion and insurance available—I-T-E Circuit 
Breakers. 

Give your customers the double production 
assurance that I-T-E Circuit Breakers provide 
(1) positive protection against short circuits 
and overloads, and (2) swift restoration of 
service. Then, when they need circuit protec- 
tion, they'll thank you for selling them 
the best. 


Ratings from 


10 to 6000 amperes 
up to 600 volts a-c 
up to 250 volts d-c 


There are I-T-E Circuit Breakers 
and enclosures for every applica- 
tion—indoor and outdoor—with 
auxiliary and tripping devices 
to fit each job. 











AIR CIRCUIT BREAKERS |-1-£ Circuit Breaker Co., 19th & Hamilton Sts., Philadelphia 30, Pa. 
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Trumbull Top Quality Features 


Anybody who knows his electrical 
equipment rates Trumbull right at 
the top in safety switches. Now he 
will really sit up and take notice 
when you offer him the HCI side 
operated line. Priced right down in 
the competitive bracket, the HCI 
side operated switch incorporates 
the quality features which have 
made Trumbull the number one 
name in the top quality field. 

Check the factors that count with 
your customers — complete safety, 


AT TYPE 


rapid wire-in, simplified service, 
compactness. You'll find them all in 
this new, completely Underwriters’ 
Laboratories Approved switch line. 


Inspect the pole units, the heart of 


any switch. They are identical with 
the advanced quick-break, arc- 
quenching design used in Trumbull 
heavy duty HCI switches. Notice 
that all current carrying parts are 
silver plated. Try the positive ON- 
OFF action. Look at the sturdy 


Cc’ PRICE 


enclosure with full overlapping 
cover flange. 

Here’s assured safety and depend- 
ability in a quality switch which 
lets you meet competition without 
resorting to cheaply built equip- 
ment and off-brand substitutes. Let 
your Trumbull representative give 
you the full facts and show your 
sales force how to make the most of 
the big sales opportunities in this 
new safety switch line. Or write 
direct for more details. 





Quick Facts... 


About Style HCI Side Operated 
Standard Duty Service Switches 


CAPACITIES: 60, 100 and 


0. 


including 2- and 3-pole, 3- and 4-pole 


200 


SAFETY FEATURES: Provision for padlocking enclo- 
sure catch and handle in either position. Clear ON-OFF 


marking on cover and interior. 


anp., 


(solid 


neutral), and 4-pole in 30 through 100 amp., 


fusible and no fuse: 
250 and 600 volt D.C. ... 
NEMA Type A Specifications, 


240, 480 and 600 volt A.C.., 
all H.P. rated. Mee ts 


TRUMBULL 


MOUNTING: Unusually compact. Can be closely ganged 
(200 amp. switch requires only 41/2” between sides). Ring 
handle can be hook stick-operated if in high mounting. 


a 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


PLAINVILLE, CONN. 





breeze through Nal Electrically Reversible WINDOW VENTILATORS 
summer in =., 


New Berns Air King models with al! the power, style and efficiency you'd 
expect from the originators of reversible window ventilators. Twe speeds for 
both Exhaust and Intake. Precision engineering for amazingly quiet oper- 
ation yet cools an entire smal! home or apartment in minutes. Shallower 
design and lustrous ivory baked enamel! finish achieve unequalled style-appeal 

& ee Completely adjustable. Full 1 year guarantee. In 16-inch and 20-inch models 
Priced to list at $54.95 and $59.95 


Also 10-inch and 12-inch Manually Reversible Window Ventilators 


handsomely styled as illustrated above. 2-Speed in 12-inch model only 


10-inch—-$29.95 12-inch single speed —$33.95 12-inch, 2? speed— $37.95 


Na DRI-AIRE ELECTRIC DEHUMIDIFIER 


BOOTH NO. 496-498 


January Housewares Show 


FAN-MOBILE 
Beautifully designed into smart, compact unit measuring only 13° «x 18" « 


high. Finished in rich Mahogany with chrome grill front. Dehumidifies up to 


”)* 


ae The one fan with practically every wanted 
"y ij § {i feature. For exhaust or intake—can be 10,000 cu. ft.; removes 2 to 3 gals. every 24 hours. Removable 3 gal. drawer-type 
t y i ! i! used for one room or entire average home container. Equipped with non-marking rubber covered casters. Pefectly priced 
d ae ae 
4 ’ ; 


or apartment. Completely and easily port- te meet the demand of this fast growing market list $139.95 


able and adjustable. The handsomest 
. mobile fan on the market. Finished in tus- Available with Automatic Timer that starts Dehumidifier once each 24 
) hours and operates it for the selected number of hours. Optional and extra 
i pe 
J 


er trous ivory. 16-inch model.List Price $69.95 
? Nia\\ ECONOMY FLOOR CIRCULATOR 


ae 


Handsome, color- 
ful, wood displa 
tnat holds 2 of -_ 
window fans of . ; = $< 
different sizes : } : =- 
ready for instant 

demonstration 

YOURS FREE with 

minimum stock of 

fans. Ask your 

jobber or write 

for details. 


- 
- 








Ask your jobber or write for fully illustrated catalog to 


8 E R a] Ss M FG Cc o we be America’s biggest value now smartly styled to appeal to every prospect. Blades 
S ad accurately pitched and balanced to operate efficiently in horizontal position 
Rubber mounted legs. 3 speeds. Finished in rich Mahogany. 12-inch mode! 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL 
list price $29.95 


EXHAUST PEDESTAL CEILING WINDOW ia Lies CEILING 
FANS FANS FANS VENTILATORS FARS FANS 
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PYLET 
PRACTICAL DESIGN 
FEATURES 


Accurate, ferrous alloy castings made 
in Pyle-National’s own foundry. Double 
weather-proof protection — first, galvan- 
ized, and then finished with baked epray- 
ed aluminum. 


Smooth interiors, round edges and large 
wiring spaces prevent damage to wires. 
Ribbed sidewalls provide extra strength. 


Strong Domed Covers are warped and 
Body Cover Joints are ground flat for tight 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 
with accurate, cleancut, TAPERED threads 


5 


oN) ae & 


Dowl-pin type self retaining screws pro- 
vide easy alignment of covers — hold cov- 
er aad gasket together during handling. 


a2 


A Modern Line of Improved 
Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 


' 1. FS AND FD PYLETS AND COVERS —1, 2, 3 and 4 gang, 
square corner types, take all standard switch and receptacle 
plates. 


2. ROUND BASE PYLETS AND COVERS—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


4. FLEXIBLE FIXTURE HANGER PYLETS— Universal joint 
hub allows easy removal of fixture, free swing movement of 
fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuif breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 
plates. Available with interlocking plug receptacles. 


eeeeeeaeeeoeeeeeeeeeeeeeeeeeereeeeee eee 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles — explosion-proof pylets, cord and 
cable grips —flexible conduit couplings — unions — reducers — 
elbows and grip handles — portable hand lamps. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 
EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York SINCE 1897 
CANADIAN AGENT: The Hoiden Co., Ltd., Montreal 


PLUGS and RECEPTACLES e FLOODLIGHTS e EXPLOSION PROOF FITTINGS ¢ MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale Distribution 
OCTOBER 1952 


SALES October sales of electrical goods wholesalers, all 
classes of houses combined, rose 9 per cent over the 
September level, but were 1 per cent under October 1951. 
Cumulative sales for the first 10 months of 1952 trailed 
the corresponding period of 1951 by 6 per cent. 

Considering each class of house separately, October sales 
indicated the following levels: 

e Full-line wholesalers showed an 8 per cent gain over 
September. Compared with October 1951, however, they 
indicated a 4 per cent drop. Cumulative sales were 6 per 
cent behind the first 10 months of 1951—the same gap 
that existed at the end of the first nine months. 

e Wiring supplies and construction materials distribu- 
tors showed gains on the basis of both comparisons: 11 
per cent ahead of September and 1 per cent ahead of 
October 1951. In terms of cumulative sales, they were 2 
per cent behind the corresponding period of 1951, which 
represents no change from the status at the nine-month 
mark. 

e Appliances and specialties wholesalers indicated some 
impressive gains: 10 per cent ahead of September and 8 
per cent ahead of October 1951. As a result, they shortened 
their cumulative sales lag to 8 per cent (from 10 per cent) 
behind the total for the first 10 months of 1951. 

Estimated total sales of all electrical goods wholesalers 
in October amounted to $546 million. This compares to 
estimated sales of $508 million for September and $524 
million for October 1951. 


(Business Index: October 1952—530; October 1951—560) 


Other Figures of the Month 


Housing Starts (in thousands) 
Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
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INVENTORIES Ac the end of October, inventories 
(valued at cost) of electrical goods wholesalers, all classes of 
houses combined, showed no change from the September 
level, but were down 26 per cent from the level of October 
31, 1951. 

Using these same two months as yardsticks, October 
inventories of the three classes of electrical distributing 
houses measured up as follows: 

e Full-line wholesalers showed no change from the 
September level. (As a result, sales and inventories were 
in the closest balance since March 1951. See graph.) 
Compared with October 1951, however, stocks on hand 
were down 28 per cent—the greatest drop of the three 
classes. 

e Wiring supplies and construction materials distribu- 
tors were the only class to show inventory gains on the 
basis of both comparisons. Their stocks on hand were up 
4 per cent over the previous month and 6 per cent over 
October 1951. 

e Appliances and specialties wholesalers indicated an 
increase of 2 per cent over the September level. In a 
comparison with October 1951, however, their inventories 
were down 6 per cent. 

Total inventories of electrical goods wholesalers were 
estimated at $625 million as compared with $630 million 
for September and $798 million for October 1951. The 
source of the figures for ELECTRICAL WHOLESALING’S 
Business Index is the Bureau of the Census 


( Business Index: October 1952—540; October 1951—768) 


Latest 
Month 


86.0 
$1,917 
$882 


Preceding 
Month 


101.0 
$1,988 
$1,023 


Year 
Ago 
74.5 
$1,818 
$806 


November 
November 
November 











Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ere on the reports of full-line electrical wholesalers 
only, all nine regions indicated sales increases in 
October over September. The range in gains was from 
up 14 per cent for the East South Central area to up 5 
per cent for the West South Central division. 

A comparison with October 1951 sales, however, shows 
a majority of regions—five—on the down side. Three 
areas indicated increases and one showed no change. The 
range was from up 7 per cent for the South Atlantic 
region to down 12 per cent for the Middle Atlantic division. 

In terms of cumulative sales, six regions were behind 
and three were ahead of their 1951 ten-month totals. The 
West North Central area indicated the greatest lag, 12 
per cent, closely followed by the Pacific division, behind 
11 per cent. Farthest ahead was the East South Central 
region, with a gain of 7 per cent. 

Five regions indicated inventory declines under Sep- 
tember, two reported gains and two showed no change. 
The largest decrease, 5 per cent, was reported by the 
Mountain area. The Pacific region indicated the biggest 
gain, 6 per cent. 

Compared with October 1951, however, all regions 
showed declines in stocks on hand. The range: from down 
19 per cent for the South Atlantic area to down 34 per 
cent for the Middle Atlantic region. 


KEY TO MAP 
States comprising Geographic Regions: New England (1)—Me., 
Vt., N. H., Mass., R. I, Conn.; Middle Atlantic (2)—N. Y. 
N. J., Pa.; East North Central (3)—Ohio, Ind., Ill., Mich., Wis.; 
West North Central (4)—Minn., Iowa, Mo., N. D., S. D., Neb., 


8a 


OCTOBER 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 
The percentages below relate to full- 
line electrical wholesalers only and are 


compiled by the Bureau of the Census. 





INVENTORIES 
October 1952 _ 
Compared in % with 
Sept. Oct. 
1952 _ 1951 _ 


SALES 
October 1952 | 7 
Compared in % with; Trading 
Sept. Oct. Region 

_ 1952  __—'1951_—| (See Map) | 
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Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., Miss.: 
West South Central (7)—Ark., La., Okla., Tex.; Mountain (8) 
—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
(9)—Wash., Ore., Calif. 
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_ WE COVER THE FIELD WITH A COMPLETE LINE OF... SERVICE STATION © AIRPORT ¢ 
SPORTS ¢ STREET e OUTDOOR THEATRE e MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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PROMOTE REPEAT SALES 
BUILD GREATER 


PROFITS 


BLACKHAWK SNAP-STRAPS 
“The strap with the built-in bump” 


For rigid or thinwall conduit. Exclusive self-holding 
feature saves time on the job, eliminates fumbling 
and dropping, makes difficult installations easier. 
Made of heavy gauge steel, zinc plated after fabrica- 
tion. Wide range of sizes for rigid and thinwall con- 
duit. (Patent Pending.) 


Blackhawk No. 470 Connectors Blackhawk No. 3626 Steel 


Made of special cast alloy. Strong, Clad Wire Holders 
durable and non-rusting. Precision — Made with heavy steel base 
finished with full positive threads. nae , and supporting strap. No. 22 
Formed steel clamp and solid steel “ \ iy square shoulder screw. All 
locknut with positive locking feature ’ metal parts are hot dip galvan- 
are heavily zinc plated. Full length _— ized. Porcelain has compression 
filister head tapered point screws \ 4 strain only. Smooth rounded 
make installation quick and easy. 2 bh a surfaces protect wire insula- 
No. 470 for “ABC” or flexible con- / tion. REA approved. 
duit. No. 425 for non-metalic cable. y 
Blackhawk No. 711 Service 

ae No. i Entrance Cable Heads 

www . weanee Says ’ ne Features cast alloy body with 
Special high strength non- separate cover. Heavy steel 
corrosive aluminum alloy. ; \ cable clamp. Large keyhole 
Easy and positive to posi- ' ot é saves time, permits quick and 
tion. Filister head cap hold- = : easy attachment to building. 
ing screws. All threads are : 


clean and full cut. For 2, 3, 
4, or 5 wire service. 


Blackhawk No. 514 Yard Lights 


Highest quality porcelain enamel re- 
flector, independently mounted. Zinc 
plated cast iron head and flange, gal- 
vanized conduit extension. Wired with 
porcelain socket and No. 14 TW wire. 








immediate Delivery From Adequate Stocks To Electrical Wholesalers Only. 
WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings . Stoples . Yard Lights . Sill Plotes . Locknuts and Bushings . Wire Holders . Cable ond 
Conduit Strops . Fluorescent Brackets . Connectors . Box Supports . Conduit Entrance Caps . Grounding Assemblies. 
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These new EFCOR Set Screw Connectors and Couplings 
make possible amazing labor and material cost savings in 
non water-tight installations. One turn of set screw 

locks the E.M.T. firmly into place. 





NO SPECIAL TOOLS NEEDED 
—Installations which are inacces- 
sible with an open end wrench 
are now quickly, easily accessible 
with an ordinary screwdriver! 





THREADS J5 ELIMINATED 
Overlapping of steel j 
struction of th 


6 i length of the 


n the con- 
@ body doubles the 
screw thread, 


© benores BINDING suRFACE 


EFCOR CASE HARDENED CUP SCREWS LOCK 
TUBING MORE SECURELY THAN CONVENTIONAL 
POINTED SCREWS BECAUSE THEY BIND A 
GREATER SURFACE AREA OF TUBING. 


Io ie: 
. 


4 wide and comple ns 
& is available to you from warehouses situated in all principal cities. 


FOR FREE ILLUSTRATED CATALOG AND PRICE LIST write to 


ELECTRICAL FITTINGS CORP., DEPT. L1 
WOODSIDE 77, NEW YORK 
SOLD THROUGH WHOLESALERS ONLY 
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For safe, efficient, flexible, economical and dependable power 
distribution for machines and lights in industrial plants, 
@H POWERPLUGIN Busduct is unsurpassed. 


@ Made in standard 10-foot lengths with a plugin outlet every 
foot of the way in one side, or alternately in two sides, ( POWER- 
PLUGIN makes power available where and 

when it’s needed. 


@ It enables machines to be relocated and regrouped without 
disrupting production, eliminates temporary connections 
and long leads, cuts maintenance costs and affords other 

big savings by reducing power loss and voltage drop to 

a minimum. Too, it’s 100 percent salvageable. 


@ Underwriters’ Laboratories’ approved, ( POWER- 
PLUGIN is available in capacities of 250 to 1000 
amps, 600 volts AC or less with Klampswitchfuz, 
Shutlbrak or Circuit Breaker plugin units for 

200 amps or less. 


e If you want greater plant efficiency 
€/ POWERPLUGIN is the answer. For 
further information contact your 
nearest @@ representative, listed in 
Sweets or write for bulletins. 


Features of ( POWERPLUGIN 
€ POWERPLUGIN is made of 16-gauge steel with 


attractive gray enamel finish. It is only 7 inches 
wide, 4 inches deep for 600 amps and less and 6 
inches deep for 800 and 1000 amps, permitting 
its use in restricted areas 

Insulators are one-piece glazed porcelain with 
steel channel supports riveted into position 

Sliding cover type plugin opemngs,simplified ad- 
justable, two-screw type fasteners for plugin units 
two sliding type mounting brackets per section for 
hanging as desired, electro-silver plated contact 
surfaces at joints with two or four brass jam bolts 
with phosphor bronze cup washers in elongated 
fastening holes are other features 


Srank e€dam Electric Co. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


Mahers of BUSDUCT ¢ PANELBOARDS © 
EQUIPMENT © SAFETY SWITCHES © LOAD 
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GENERAL ELECTRIC 


PROMOTION 


G-E WHITE LAMPS: 
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ARCH is going to be a big month on your sales 
calendar. That’s when General Electric's White 
Lamp “‘Blitz’”” Promotion comes to town. 

Another event in the G-E 1953 promotion parade, the 
White Lamp “Blitz” is the biggest of them all! Eye-catch- 
ing, hard-selling ads in LIFE and LOOK, special com- 
mercials on television, spot announcements on radio 
pack tremendous selling power into the three weeks of 
the campaign. 

Ever since they were first introduced by General Elec- 
tric, the White Lamps... with the famous “‘Q” coat that 
softens shadows, reduces glare... have been among the 
most popular of all bulbs for the home. 

And now that they'll be featured across the board 
in G-E advertising for three weeks, they'll sell even 








— 
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LIFE 


2-PAGE SPREAD 


Point out to customers how 
much business the G-E “Blitz” 
brings when they build floor 
and counter displays. } 


START TAKING 
ORDERS TODAY! | MARCH 9 
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faster, build bigger-than-ever lamp bulb volume for you. 


Help your customers make the most of this sales 
opportunity. Be sure they have plenty of 60 and 100-watt 
G-E White Lamps on hand. 


"52 “BLITZ” RAISED SALES TO 
5 TIMES NATIONAL AVERAGE! 


Last year’s White Lamp promotion was a huge success 
for wholesalers and retailers who tied-in. G-E kept 
detailed sales figures for 71 retailers in Charlotte, North 
Carolina during the three week “Blitz”. 

The results are amazing ! WHITE LAMPS ACTUALLY 
OUTSOLD REGULAR 60 AND 100-WATT BULBS 
... and SALES OF THE REGULAR LAMPS WERI 
MUCH HIGHER THAN NORMAL! 


MAKE G- -E ADVERTISING PAY OFF FOR YOU! 


a 


‘LOOK ‘Tv/ RADIO 


1-PAGE 
MARCH 10 


IN KEY MARKETS 


GENERAL @® ELECTRIC 


. 
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those who use 
aneral switches 


know why... 
they are without equal! 





WRITE FOR CATALOG #5201 





ni e e + i ENCLOSED SAFETY SWITCHES 
Switch Corp. SERVICE ENTRANCE EQUIPMENT 
49 Roebling Street \ Brooklyn 11, N. Y. BRANCH CIRCUIT PANELS 
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Completely standardized 


HEAVY DUTY 
FEEDRAIL 


FOR 250, 375 AND 500 AMPERES 
250 V., D.C. OR 575 V., A.C., SINGLE OR 3-PHASE 


The unqualified success of FEEDRAIL ‘'60"’ and ‘'100"' ampere 
systems of mobile electrical distribution has led to many re- 
quests for the same system in higher amperages. 


HEAVY DUTY FEEDRAIL FEATURES 


MAXIMUM SAFETY —Enclosed conductors elimi- 
nate dangers of exposed wiring. 

EASE OF INSTALLATION — Standardized units fit 
together easily. No special tools are needed. 
ADAPTABILITY —Easy to extend, modify or move 
reusing all components of existing system. “HEAVY DUTY" FEEDRAIL is not an adaptation of a lighter 
MOBILITY — Trolley power outlets move with the capacity system. Every one of its standardized components is 
electrical load. designed and proportioned expressly for high amperage and 
LOW MAINTENANCE -— Simple periodic cleaning heavy duty service. aie 


and lubrication is all that’s needed. 


These were formerly handled on a'‘‘special order'’ basis. Now, 
as the result of years of satisfactory service and the heavy de- 
mand, 250, 375 and 500 ampere ‘‘Heavy Duiy"’ Systems have 
been made a part of the regular Feedrail line. They are avail- 
able in standardized track sections, trolleys and accessories. 


Existing applications include freight car icing machines — big 
tonnage hoists and cranes —large machine tools, etc. 


Write for descriptive literature 
Sold by leading electrical distributors 





C 
FEEDRAIL> | FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 
125 BARCLAY STREET © NEW YORK 7,N.Y. 


SPECIALLY QUALIFIED REPRESENTATIVES in PRINCIPAL ceirees 
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Durasheath’s* tough neoprene jacket stubbornly resists electrolysis, 
corrosion, temperature extremes, cutting, abrasion, impact, flame, 


oil, grease, moisture and most soil acids and alkalies. 


Run it overhead, in ducts, or buried underground—or all three 


in one continuous run, 


It’s flexible, easy to handle, economical to install; made in single 


or multi-conductor construction. 


You'll do your customers and yourselves a real service by stocking 
and selling this versatile cable. If you want more details, just 

ask your Anaconda representative. Anaconda Wire & Cable Company, 
25 Broadway, New York 4, New York. 


*Trademark 


the right cable for the job 


WIRE AND CABLE 
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TIMES and TRENDS 


Prosperity Is Up To You 


Who is going to take up the slack when the defense 
program tapers off ? 

The salesman, of course. 

Sure, business has been good. Selling in the business 
boom era hasn't been too difficulr. Although we would 
challenge those who suggest that a salesman could get 
through this period with his feet on a desk, smoking a big 
cigar, and handling all of his business over the phone 
The buyers just haven't slipped that much. 

Sure, we've seen the days of allocations and days when 
the only thing we had to sell was a promise. But you 
couldn't even do that well unless you knew what you were 
talking about. 

The salesman has been described as everything from 
an order-taker to a marketing-merchandising specialist in 
recent years, Regardless of how kindly or severely he has 
been treated in the past, the pattern has become very clear 
that he is the key to the future prosperity of this nation 

Costs are at a record level. € ompetition is keen. Pressure 
for special price considerations are still prevalent. The 
problem of maintaining a high rate of turnover has become 
more than a matter of profit; it is now a matter of survival. 

We have unbounded faith in the electrical wholesaler 
salesman, We believe he can continue to mount whatever 
attack is needed to meet the conditions ahead. We are 
certain that the salesman can and will produce the hardest 
kind of intensive, selective, creative selling. 

The economics of this situation are fairly simple. Amer 
ica must remain strong. It must keep its prosperity. It 
must continue to move ahead providing more and more 
goods to its people. 

Twice within the last 12 years this nation has demon- 
strated its ability to produce all of the articles nec essary 
for protection against an armed enemy. In the course of 


building capacity to meet these national emergencies we 


have constructed an economy that depends on the produc 
tion of mass supplies 

When that great productive capacity is permitted to go 
idle, there must be a readjustment in our economy. Just 
how deep that readjustment goes depends on how much of 
the slack can be taken up by the salesmen 

It is evident that the leading problem for American 
concerns is the sale of more goods 

To sell more goods the salesman must be able to create 
new markets, find new customers, and sell more to his 
established accounts. We believe that this can be done 
by any salesman who is willing to make a plan for sales 
development for his territory. Elsewhere: in this tssuc 
we have provided a plan that can be used by the electrical 
wholesaler salesman 

The knowledge that you can gain by completing the 
charts in the ELECTRICAL WHOLESALING Plan For Sales 
Development will enable you to do your job better 

Here's why we think the professional salesman can spell 
the difference betwen failure and survival in a highly 
competitive economy. 

He can contribute inside knowledge of his territory 
that will enable his concern to develop economies and thus 
reduce the cost of doing business 

He knows what kind of customers buy his products, why 
and where they buy them. 

He knows where he should concentrate his major sales 
effort. 

He is ready to get new customers and sell additional 
products and knows how to introduce them best in his 
territory. 

He is able to advise his firm on the requirements of 
his territory including sales potential, types of products 
used, services demanded and financial strength. 

All of this and more can be done by the salesman who 
has analyzed his territory and equipped himself with a 
well organized plan for developing sales 


EDITOR 
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profit with 
the 


HOT LINE 
SAM 
JUMPER CLAMP 


and HERE am 


e 
th ey ares SONDED COPPER JUMPER CLAMP 


GROUND ROD 








wee 





Top quality products with high strength 


electro-bronze and aluminum alloys 
and finest workmanship. 
Correctly designed products with large 
factors of safety 
Good discounts to provide EXTRA profits 
for you 
Competitive prices GROUND 
C tent broad t | advert ecnopthnag aoe 
onsisten roa national aavertising GROUND PLATE 
CLAMP 


reaching all classes of users 





The WEAVER POLICY of selling through 
whoiesalers helps you make more sales 


Local representatives in YOUR trade 
area do promotional sales work with 
YOUR CUSTOMERS. 


WEAVER PRODUCTS ARE PRODUCED COM- 
PLETELY IN OUR OWN MODERN INTEGRATED 
FOUNDRY AND FACTORY FACILITIES. VISIT HEAVY DUTY 
US WHEN YOU ARE IN ST. LOUIS. CONNECTORS GROUND CLAMP 


JA. WEAVER 


7am 2\10 HOWARD ST. » ST. LOUIS 6, MO. 


TELEPHONE CEntral 0881 


LL le 
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DRY TYPE 


A manufacturer bought 3 — 100 KVA, 2400 primary 
240 volt secondary Acme Electric dry type trans- 
formers to provide power circuits for machines in 
a new building. Later, adjustable arm fluorescent 
fixtures were installed on six machines to provide 
adequate light for operator's inspection. Acme 
Electric 150 watt step down transformers were 
installed at each machine to provide 120 volt current 
for lighting. In the cutting room, located in another 
building, the fluorescent fixtures were giving occa- 
«(onal trouble. Maintenance engineer ordered 12 — 
00 watt 4 lamp Acme Electric fluorescent ballasts 
o replace defective ballasts. An underground tank 
located in factory yard required agitating of liquid z. peice Rec ohen 
as : 3 ae, «=6U TRANSFORMERS 

before ‘‘draw off'’ of small supply. In cold tthe 
weather with congealed liquid and low voltage 
at the motor, proper agitation was impossible 
until an Acme Electric manual voltage regulator 
was installed at the motor. Eight specially 
designed electronic safety limited devices 
required Acme Electric control transformers to 
provide the low voltage circuits needed. Step 
by step, the Acme Electric distributors salesman 
had one sale lead to another. Repeat and 
continuing sales are profitable business that 
you can obtain with the Acme Electric complete 
line of transformers. 


FLUORESCENT 
LAMP BALLASTS 


VOLTAGE REGULATING 
TRANSFORMERS 


” ACME ELECTRIC CORPORATION 
671WATER ST. CUBA, N.Y. 


CONTROL 
TRANSFORMERS 
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ETTER—but much _ better— 


sums up how the electrical whole- 


not 


saling industry feels about pros- 
pects for this year. This mildly 
optimistic attitude is the basic finding 
of a recent nationwide Survey con- 
ducted by ELECTRICAL WHOLESALING. 
Response to the survey amounted to 
i6 per cent of the questionnaires 
mailed 

Fifty-four per cent of the electrical 
wholesalers who replied look for their 
business to be on a higher level than 
last year; 46 per cent expect a down- 
turn. The median of their estimates for 
1953 is a 3 per cent increase (see 
“Over-all Sales” graph). If such be the 
case, the electrical wholesaling indus- 
try’s total sales this year should be in 
the neighborhood of $5,380 million 
better than all years except 1950 and 
1951. 

This outlook for slightly bigger sales 
in 1953 contrasts with the view elec- 
trical wholesalers took last year toward 
1952 sales. At that time, 58 per cent of 
them anticipated a decline—a forecast 
that is borne out by the fact that 1952 
sales at the 11-month mark are 6 per 
cent behind the corresponding period 
of 1951. 

Prospects for four major product 
groups, too, are all on the up side 
Based on how wholesalers feel their 
own sales will go, here is the national 
outlook for the product groups 

e Lighting fixtures—54 per cent say 
up; 37 per cent, down; 9 per cent, no 
change 

e Wiring supplies—5S2 per cent say 
up; 45 per cent, down; 3 per cent, no 
change 

e Motors and 
per cent say up; 37 per cent, down; 8 
per cent, no change 

e Electric housewares- 


motor controls—55 


55 per cent 
say up; 37 per cent, down; 8 per cent, 
no change. 


e Regions Differ—Examined on a 
regional basis, the predictions of whole- 
salers for over-all sales are at some 
variance with the national picture. 
These sectional outlooks range from 
buoyancy in the South (71 per cent say 
up; 29 per cent say down) to blues in 
the Midwest (37 per cent say up; 63 
per cent say down). Like the South, 
the Northeast also has higher expecta- 
tions: 64 per cent see sales going up; 
36 per cent see them going down. 
Conforming closest to the national pat- 
tern is the Far West, with 56 per cent 
figuring over-all sales to rise and 44 per 
cent anticipating a downturn. 

The Northeast sees bigger sales in 
store for all four product groups—par- 
ticularly lighting fixtures. The area's 
prediction breakdown is as follows: 

e Lighting fixtures—79 per cent say 
up; 14 per cent, down; 7 per cent, no 
change. 

e Wiring supplies—72 per cent say 
up; 21 per cent, down; 7 per cent, no 
change. 

e Motors and motor controls—57 
per cent say up; 29 per cent, down; 14 
per cent, no change. 

e Electric housewares—67 per cent 
say up; 25 per cent, down; 8 per cent, 
no change. 

Less gloom is shown by the Midwest 
about prospects for some product 
groups than for over-all sales. For ex- 
ample, prospects for motors and motor 
controls percentage-wise are a toss-up. 
Summed up, the forecasts show: 

e Lighting fixtures—37 per cent say 
up; 48 per cent, down; 15 per cent, no 
change. 

e Wiring supplies—37 per cent say 
up; 63 per cent, down. 

e Motors and motor controls—48 per 
cent say up; 48 per cent, down; 4 per 
cent, no change. 

e Electric housewares—39 per cent 
say up; 46 per cent, down; 15 per cent, 


Outlook for Sales 


Electrical wholesaling industry takes view that its 


sales will rise this year. Northeast and South are 


optimistic, Midwest is pessimistic about prospects 


no change 

The South, the only section to do 
better in 1952 than it did in 1951, goes 
into 1953 feeling that sales of the four 
product groups will continue to climb. 
Here's how southern electrical whole- 
salers expressed their expectations: 

e Lighting fixtures—59 per cent say 
up; 41 per cent, down. 

e Wiring supplies—65 per cent say 
up; 35 per cent, down. 

e Motors and motor controls—65 
per cent say up; 29 per cent, down; 6 
per cent, no change. 

e Electric housewares—67 per cent 
say up; 33 per cent, down. 

In its expectations, the Far West 
ranges from out-and-out optimism for 
electric housewares to an “anything can 
happen” attitude toward wiring sup- 
plies. An analysis shows: 

e Lighting fixtures—56 per cent say 
up; 33 per cent, down; 11 per cent, no 
change. 

e Wiring supplies—45 per cent say 
up; 45 per cent, down; 10 per cent, no 
change. 

e Motors and motor controls—56 
per cent say up; 33 per cent, down; 11 
per cent, no change. 

e Electric housewares—71 per cent 
say up; 29 per cent, down. 

e The Squeeze—One thing that an 
overwhelming majority of wholesalers 
agree on is that operating costs are go- 
ing up in 1953. Nationally, 79 per cent 
see costs rising, 16 per cent see them 
dropping and 5 per cent see no change. 
Viewed regionally, the predictions are: 

e Northeast—79 per cent say up; 
14 per cent, down; per cent, no 
change. 

e Midwest—78 per cent say up; 18 
per cent, down; 4 per cent, no change. 

e South—82 per cent say up; 12 
per cent, down; 6 per cent, no change. 

e Far West—78 per cent say up; 22 
per cent, down. 
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How Wholesalers See 


Sales and Costs for ’53 





Over-all Sales 
Percentages indicated are the medians 








Motor and Motor Control Sales 
Percentages indicated are the medians 


NO 
CHANGE 








Lighting Fixture Sales 


Percentages indicoted are the medians 








NORTH- 
EAST 
NATION 


NO 
CHANGE 








Electric Houseware Sales 


Percentages indicated ore the medians 


SOUTH 
NATION 








Wiring Supplies Sales 


Percentages indicated are the medians 











Operating Costs 
Percentages indicated are the medians 
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Data: Electrical Wholesaling Survey 
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REVIEW 


The drastic decline in retail business lasting from the 
spring of 1951 to the fall of 1952 was pushed out 
of the picture by the sudden sales upswing in the 
last quarter of 1952. The record upsurge, coupled 
with sharp wage boosts, presented an optimistic view, 
not only for the Christmas sales season but for the 
start of 1953 as well. Sales of appliances, radios and 
television sets lagged behind 1951 figures, but the 
sudden year-end rise helped to remedy the situation. 


OUTLOOK 


The watch-word for electrical wholesalers in 1953 
will be “sell hard.” Extra sales efforts will be partic- 
ularly important at the dealer level to take full ad- 
vantage of the late 1952 upswing in trade and to 


REVIEW 


The farmer didn’t fare as well in 1952 as in other 
postwar years but he didn’t do badly. America in 
1952 bought $40 billion worth of farm-grown foods, 
and the farmer's share of each dollar was 48¢. It was 
below his best postwar earning, 53¢, but higher than 
his poorest mark of 46¢. Though farm cash income 
neared the 1951 level, net income was about 3 per cent 
below it. A combination of lower farm prices, farm 
export cuts, rising machinery and labor costs plus 
the widespread Indian summer drought were re- 
sponsible. Another headache was a general scarcity of 
farm labor, particularly in the industrially booming 
southern 


OUTLOOK 


According to the experts, farm net income for 1953 


regions 


Commercial and residential construction will climb in 1953 


as industrial construction and rural market slip. Electric 


appliance sales continue to boom following a long-time lag 


assure continuing healthy business throughout 1953. 
Promotion expenditures by manufacturer's, utilities 
and associations will be higher in 1953 than ever 
before in a concerted attempt to keep sales climbing. 
Once again the salesman holds the key, according to 
economists. Inventories will be the big problem. If 
retailers cut prices to any great extent, consumers will 
hold back and wait. With production at its highest 
level since 1951, There's 
another problem to be met in 1953. Much of the pres- 
ent stimulated buying is done on a credit basis. If 
installment sales continue at the present record rate, 
the balance between consumer debt and income will 
become even more delicate. Barring an international 
blowup, 1953 should be a year of fairly smooth re- 
adjustment, rather than boom and bust; all in all, a 
better year for retail trade. 


this could be disastrous. 


will dip even lower. There should be a drop in exports 
and military food purchasing. 1952’s Indian summer 
droughts burned out prospects for a heavy winter 
wheat crop, seeds having been sown in dry soil or 
even dust. The future isn’t all dark, though. 1953 will 
see a definite shift to consumption of processed and 
pre-packaged foods, opening a big, new hard-to- 
measure market for the farmer. An estimated $933 
million was spent in 1952 for new processing plants 
and equipment and it will be increased about 7 per 
cent, to nearly a billion dollars, in 1953. With com- 
mercially processed foods becoming more important 
in the national diet and the country’s population 
rapidly increasing, the farmer has some assurance of 
continued markets. Electrification of farm homes and 
buildings, still on the increase, should provide more 
prospects for electrical equipment sales 
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REVIEW 


Steel shortages and, until recently, credit restrictions 
held back commercial construction during 1952. 
Many firms had to store away their plans for new 
warehouses, office buildings and garages. 
Materials just weren't available and controls on fi- 
nancing were tight. With the end of the year came a 


stores, 


better economic climate as far as these companies 
were concerned. Plans for construction were made 
and put into action. Commercial building began to 


speed up. 
OUTLOOK 


Many of the firms which had to postpone construc- 
tion, due to the lack of materials and credit controls, 


REVIEW 
} 


The million unit mark for housing starts was passed 
once more as 1952 
throughout the year, but spurted unexpectedly during 
the fall. The October 1952 total for 
started during the month numbered 101,000. This 
brought the total for the 10 months to 966,400, some 
10,400 above the same period in 1951. The speedup 
continued through the remaining months with the 


; 
é 


ended. Building was steady 


new dwellings 


loosening of credit controls 


OUTLOOK 


Spending for new private construction in 1953 is 


REVIEW 


Industrial investment in construction of new facil- 
ities set an all-time record in 1952 and showed signs 
of continuing into 1953, even though an approximate 
25 per cent cut was expected in 1953 new industrial 
building. The steel strike and material shortages had 
some effect on expansion, but industry upset the ex- 
pected sliding-off predicted by economists as defense 
spending reached its peak. 


OUTLOOK 


Business plans to spend almost as 
plants and equipment in 1953 as in 1952. Manufac- 
turing industries will spend about 8 per cent less in 


much on new 


1953, according to the general trend. Electrical manu- 
facturers seem the exception to the downward trend 


among durable goods makers. They spent less than 
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now plan to build in 1953. As a result, commercial 
construction is expected to increase between 20 and 
30 per cent, continuing the recovery evident in recent 
months. The total investment by commercial bus- 
inesses is expected to increase some 5 per cent over 
1952 Materials 


prices on the average will probably go a bit lower 


Construction costs should be stable 


but labor costs are likely to rise again. The electrical 
wholesaler should be in for a good share of the build 
ing dollar. Electrical design standards for modern 
commercial buildings have risen rapidly the past few 
years and electrical work now runs as high as 20 per 
cent of the cost of the building. School lighting 
standards have also been stepped up. New lighting 


and relighting will be in demand in 1953 


expected to reach a peak $22.2 billion. The million 


unit mark should be neared or surpassed again in 
1953. The early 
units in building. There is a definite trend to better 
1953 ex 


months will see a large number of 
electrical standards in new homes, and in 
tensive sales promotions by manufacturers, associa 
tions and utilities will try to build more consumer 
demand for electrical living, adequate wiring and 
higher modern residential lighting standards. Elec 
trical work in much of today's residential construc 
tion doesn’t come close to basic requirements for 
handling modern appliance service loads. Street and 


highway lighting also need major overhauls 


planned in 1952 and expect to spend more in 1953 
Private electric utilities will increase expenditures 
from $2.6 to $3.0 billion this year. The strongest of 
all capital goods industries is electrical machinery 
Manufacturers want more output per man hour to 
cut expenses, and the electrical industry is answering 
the need with new motors and equipment. Extensive 
with 


Plant 


industrial construction will continue into 1953 
some decline expected in the third quarter 

electrical modernization jobs and changes in electrical 
systems can help balance the lack of new construction 
Lighting and air-conditioning are two good prospects 
for selling modernizing jobs. Even though industrial 
expansion may be cut, some industries will 

juire more electrical equipment. Better 
copper and steel should help eliminate t 


especially on smaller jobs 
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ESPITE a falling off of total na- 
tional sales of around six per cent, 
the electrical wholesaling industry 

in 1952 still garnered one of its highest 
dollar volumes in the post-war period 
Dollar-wise, 1952 should fall a bit shy 
of 1950's total of $5,455 million 

The lowest sales month nationally 
1952. ELECTRICAL 
index was 


was January 
WHOLESALING’S business 
125, far below the January 1951 figure 
of 580 but well above the previous 
period's July low of 336. In surprising 
contrast: the July 1952 mark of 514. 
While 1951's sales heights weren't 
scaled, the industry's business was gen- 
erally steady. Sales paralleled last year's 
curve—but on a lower level and for the 
most part without 1951's abrupt ups 
and downs. There was an unusual high 
point in July and it 
throughout all the regions but the 
Mountain area 
e Some Lose, Some Gain—Hardest 
hit by lagging sales were full-line elec- 
trical distributors in the West North 
business 


was evident 


Central region, whose 


62 


dropped 12 per cent in the first 10 
months of 1952. They also showed the 
largest decrease in their share of total 
national sales, sliding from 8.9 to 8.2 
per cent. Drought and floods in this 
strongly agricultural area didn’t help 
the situation 

The South Atlantic region, also tra- 
ditionally agricultural but reflecting its 
surging industrial growth, out-gained 
all the others—from 13.4 to 14.2 per 
cent of the national total of full-line 
electrical wholesaling sales. Percentage 
gains and losses for the other regions 
were: East North Central, up .1 per 
cent; East South Central, up .6 per 
cent; West South Central, up .6 per 
cent; New England, down .3 per cent; 
Middle Atlantic, down .1 per cent; 
Mountain, down .2 per cent; Pacific, 
down .6 per cent 
e Industrial Growth — Agriculture 
continued to decline in relative eco- 
nomic importance in most of the re 
gions. Government payrolls and greatly 
expanded industry gained as main 
sources of total national income. All 


Over-all electrical wholesaling sales dropped last year 
from 1951's record level, though the southern regions 
surged ahead. West North Central was the hardest hit 


the regions continued their growth in 
economic activities. 1951's expansion 
of manufacturing to new regions Car- 
ried over to the past twelve-month 
period. Benefiting most from this in- 
dustrial growth were the East North 
Central, South Atlantic, East South 
Central, Mountain and Pacific regions 
New England's progress of 1951 has 
been slowed down to a steadier pace. 

According to the Office of Business 
Economics, Department of Commerce, 
per capita income payments for the 
whole country increased 10 per cent in 
the twelve-month period. The latest 
United States figure: $1,584 per capita. 
The East North Central region led the 
others with the greatest income gain 
per capita, $186. 

The national average weekly gross 
earnings for productive workers in 
manufacturing industries during Sep- 
tember rose to $66.84 per week. The 
Pacific region had the highest average 
weekly wage, $78.16, and the state of 
Michigan topped the nation with 
$85.27 per week, gross. 
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New England 


New England was generally steady on new construction 
for industries, an extension of last year's trend. The re 
gion’s full-line electrical wholesalers’ share of total national 
sales dropped from 6.1 to 5.9 per cent. The monthly sales 
average came to $215,954, roughly $50.000 below the 
national figure. Housing dropped slightly: 26,014 new 
urban dwellings were authorized as of September 1952 
compared to 32,462 for the same period in 1951. Latest 
per capita income figures are: Connecticut, $1,999; Maine, 
$1,298; Massachusetts, $1,738; New Hampshire, $1,444 
Rhode Island, $1,691; Vermont, $1,322. Department of 
Commerce figures show that the area gained least in aver 
age per capita income, $30, bringing the figure to $1,584 
Average gross weekly wage for factory workers was 
$61.58. Connecticut averaged highest with $71.14. New 
durable goods manufacturers continue to re-vitalize the 
region 


Middle Atlantic 


This region's full-line electrical distributors accounted for 
15.8 per cent of total national sales, a fraction down from 
last year's 15.9 per cent. Average monthly gross sales 
totaled $300,477, well above the country-wide mark 
Latest per capita income figures: New York, $1,996; New 
Jersey, $1,885; Pennsylvania, $1,663. The area still leads 
the nation with the highest per capita income $1,848, 
easily topping the national figure, $1,584. On a long 
term basis, the large share of the nation’s total income 
held by the three states continued to decline. Average 
gross weekly wage for the region was $69.96, New Jersey 
was tops with $71.99. New urban dwelling authorizations 
as of September 1952 hit 70,330. Last year's figure for 
the same period was 78,118. The electrical wholesaling 
business generally followed 1951's course, except for an 
unusual high in sales in July 


East North Central 


In 1952—as in 1951—the East North Central region's 
full-line electrical wholesalers realized a greater share of 
the total national sales. The percentage rose from 23.2 
in 1951 to 23.4 per cent in 1952—this in spite of the 
fact that the area's business dropped from the record 
1951 level. Monthly sales hit a high in July, normally 
a low month. Gross average monthly sales amounted to 
$314,288, much higher than the national average. Latest 
per capita income figures: Illinois, $1,928, Ohio, $1,799; 
Wisconsin, $1,614; Indiana, $1,649; Michigan, $1,734 
The area made the greatest gain in per capita income, a 
jump of $186. Gross earnings of productive workers also 
rose to $77.05 a week, and Michigan showed the highest 
mark in the nation, $85.27. New urban dwelling author- 
izations reached 84,286 as against 91,006 for the same 
nine-month period in 1951. 








West North Central Sales of Full-Line Electrical Wholesalers 
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Business lagged considerably for West North Central 
full-line electrical wholesalers. Their portion of total na- 
tional sales came to 8.2 per cent, down from 8.9 per cent 
in the 1951 period. This drop reflects declining farm in- 
come, basis for the area’s economy. Latest Department of 
Commerce per capita income figures: Iowa, $1,531; South 
Dakota, $1,529; Missouri, $1,519; Nebraska, $1,510; 
Minnesota, $1,474; Kansas, $1,460; North Dakota, $1,403. 
Average gross weekly earnings for the region's factory 
workers was $66.67, an increase of $4.36 over the pre- 
vious year and very near the national average of $606.84 
Housing was up with 35,896 new urban dwellings au- 
thorized up to September. For the same period in 1951, 
authorizations totaled 32,516 units. Gross average monthly 
sales amounted to $266,795 per full-line electrical dis- 1939 = 100% Data: Bureau of the Census 
tributor. This figure is just under the national average. Oct. Nov. Dec. Jon. Feb Mor Apr Moy June July Aug Sept 

















South Atlantic ] } 


Sales of Full-Line Electrical Wholesalers | 
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In January and March of 1951, sales by full-line electrical 
distributors in the South Atlantic region were high and 
in July they were low. 1952 saw a direct reversal of this 
situation: sales fell in January and hit the top in July. 
The area's share of totai national sales rose spectacularly 
from 13.4 per cent in 1951 to 14.2 per cent. Gross aver- 
age monthly sales came to $272,150, a few dollars under 
the national average. Latest per capita income figures 
are as follows: Delaware, $2,076; Maryland, $1,714; 
D. C., $2,095; West Va., $1,174; Virginia, $1,295; N. Car- 
olina, $1,052; S. Carolina, $1,003; Florida, $1,284; 
Georgia, $1,103. The average gross weekly wage for pro- 
duction workers in manufacturing was $56.59. Delaware 

was highest with $67.11. New urban dwellings authorized 7 a Vee Cees Me EER seni IULX Gel 
during the first nine months of 1952 came to 66,393 1939 = 100% Doto: Bureav of the Conevs 
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; | " 
against the same 1951 period number, 72,254. i: i Gee te Hn Ee lon Gi ane de dee Gee 
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East South Central | Sales of Full-Line Electrical Wholesalers | 
Industry continued to boom in this region, while agri- 
culture declined in relative economic importance. Manu- 
facturing has expanded greatly in the past year. The full- 
line electrical wholesalers’ share of the total national sales 
climbed from 4.1 per cent in 1951 to 4.7 per cent in 
1952. Average gross monthly sales reached $202,967, 
almost $70,000 below the national monthly average and 
lowest of the country’s nine regions. Latest per capita in- 
come figures: Kentucky, $1,066; Tennessee, $1,064; Ala- 
bama, $950; Mississippi, $771. The regional per capita 
income, $963, is an improvement over the previous figure 
of $861, but still far under the national figure of $1,584. 
The average gross weekly wage for the area’s industrial 
workers was $54.93. Kentucky leads with $63.18. New 
urban dwelling authorizations totaled 26,407, edging over 1939 = 100% Dota: Bureav of the Conus 
the 26,336 for the same nine-month period of 1951. Oct ei Jon. Feb Mor Apr May June July Aug. Sept 
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West South Central 


Large scale industrial growth continued in the West 
South Central region during 1952. Gross monthly sales 
by full-line electrical distributors averaged $236,031, and 
the region’s share of total national sales increased from 
8.8 per cent to 9.4 per cent 
figures place Texas in first place with $1,412; Oklahoma, 
$1,182; Louisiana, $1,135; Arkansas, $926. The average 
gross weekly wage for factory workers was $61.39. Texas 
topped the others with $69.16. During the first nine 
months of 1952, 65,771 new urban dwellings were au 
thorized for the area. For the same period in 1951, the 
total was 69,350. Contrary to 1951's curve, an unusual 


Latest per capita income 


low in sales was hit in January but was more than made 
up for by an equally unusual high in July. This region's 


gains in income were a continuation of its outstanding 


record of income growth from 1942 


Mountain 


Scene of many atomic energy installations and other new 
industries, the Mountain region seems headed for more 
military and civilian industrial growth. Since the Korean 
war began, this area has increased factory employment 
by more than 10 per cent. The electrical distributors of 
the region accounted for 3.5 per cent of total national 
sales, a slight dip from the previous year's 3.7 per cent 
Monthly sales averaged $203,860. Latest per capita in 
come figures: Montana, $1,742; Wyoming, $1,722; New 
Mexico, $1,301; Utah, $1,424; Idaho, $1,356; Colorado, 
$1,568; Arizona, $1,432; Nevada, $2,029. Regional per 
capita income jumped $161 over the previous year's fig 
ure, $1,411. Average weekly gross earnings for manufac 
turing workers was $75.23, third highest in the country 
New urban dwelling authorizations to September, 1952, 


totaled 19,543, compared to 18,316 for the 1951 period. 


Pacific 


Leading all nine regions in gross monthly sales, electrical 
wholesalers in the three Pacific states chalked up a monthly 
average of $335,756. This average topped the national 
monthly figure by over $60,000. The region's share of 
total national sales dropped slightly from 15.5 to 149 
per cent, leveling off from the peak of 1951. Latest per 
capita income figures for the area put California first 
with $1,933; Washington, $1,755; Oregon, $1,652. The 
regional income per capita was second highest in the 
country, $1,780. Construction was definitely on the up 
grade. In the first nine months of 1952, 86,777 
considerably higher 


new 
urban dwelling units were authorized, 
than the 73,953 authorized during the same period in 
1951. Average gross weekly earnings for manufacturing 
industry workers was $78.16. Reflecting the industrial 


boom in the area, California was highest with $79.85 
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Rutkin's Steady Counter Training Program Means: 


soranapnnnnes 47 #2 


‘ LA; 


piratnaanet tts 


mu 
presets seers 
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SPOTTING DELIVERY DATA—NMurray Burlinrut, senior counter man, checks customer's location and de 
livery data against wholesaler's territory traffic map. ‘Follow through’’ makes satisfied customers. 


Molding Better Counter Men 


wooo 


STUDYING CATALOG—A vital phase of counter training is 
an adequate study of manufacturers’ merchandising catalogs 
Burlinrut absorbs pages of complete product information. 


COUNTER can't be 
trained too much,” says Meyer 
Rutkin, president of Rutkin 
Electric Supply Co., Newark, N. J. His 
counter men are constantly learning 
more about their lines every day. 
Take Murray Burlinrut, one of Rut- 


man 


Ml 


kin’s “senior” counter salesmen. His 
boss rates him highly. Why? Because 
he's never stopped learning the elec- 
trical wholesaling trade. Murray, a 
veteran, learned quickly even though 
he started “cold” as an on-the-job 
trainee. Rutkin spotted the new man’s 


CHECKING STOCK—A thorough knowledge of stock is an- 
other important result of complete counter training. Burlinrut, 
the company’s stock specialist, checks his merchandise supply 


aggressive interest in the business and 
gradually brought him along to his 
present position. 

But it wasn't as simple as it sounds. 
For the first week or so, he was allowed 
to wander around and get acquainted 
with the layout and operations of the 
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KNOWING PRICING Burlinrut 
O'Connor double-checks order 
savvy from the man who 


stands by as price clerk Ed 
Murray acquires much pricing 
keeps Rutkin’s master price lists 


formation pamphlet 
his hands. Rutkin’s 


The training system used by the M. 


Rutkin Electric Supply Co., Newark, 
N. J., turns out counter men who are 
stock, merchandising and credit ex- 


perts, as well as good-will ambassadors 


SEEING DEMONSTRATION 
ray Burlinrut and William Malone 
Paragon Electric Co., 


SS . 
. eo 

-In addition to briefing on credit and 

Burlinrut rk with t 

nN specific customer dealings involving credit. 


LEARNING CREDIT- 
collection at 
Paul Olitsky 


weekly sales meetings, we n of a con 


Je 


t 
peter 


electrical c restr 


distributing plant. When someone 
needed help, Murray was called and he 
began to get a piecemeal picture of the 


the traffic phase of the business. Stock 
work was the next step in the indoctri- 
nation program and here's where Mur 
wholesaling functions. 

e Boot Training—He started regu- 
lar work in the receiving and shipping 


ray started his real basic counter train 
ing. Besides acquiring 
know-how with stock and 
he tackled wire and cable catalogs, 


fundamental 
inventory, 
department and picked up an idea of 
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KNOWING PRODUCTS 


Burlinrut follows manufacturer's i 


while actually ir 


inspecting the product 


“learning by using” policy pays off 


Counter men Fred Henes, Mur- 
gather round James Karrer, 


for important new selling points 


STUDYING CODE RESTRICTION 


counter mar 


ctior 


Sam} le construction schedules, code 


restrictions, etc. Reading wasn’t all 
Murray continued to show high in 
terest, asking pointed questions and get 
ting detailed answers which later added 
at the 


Then he was given more advanced tech 


to his stock-in-trade counter 
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nical information not included in the 
basic catalogs. This boning up was only 
part of the job. The day-to-day process 
of learning while working with mer 
chandise was steadily swelling his re 
serve of product knowledge. This was 
Rutkin 


most 


what wanted. As_ he 


The 


man 


' 
exactly 


puts it important tool a 


counter can have is a thorough 


working knowledge of the, products he 
sells. How else can he talk intelligently 
tO Customers at the Counter or over 
Our 


know about products and prices right 


the phone? customers want t 


now—not tomorrow. Our counter men 


know the answers because they keep up 
with new products and literature. If 
we don't stock an item, they'll even tell 


the customer where he can get it 
Murray Burlinrut 


didn’t write up a sales ticket for three 


e Sales Meetings 


years but when the time came, he knew 


what he was doing. In addition to ab- 
sorbing volumes of product informa- 
tion, checking stock, answering phones 
and getting into the swing of the whole 
Rutkin wholesaling operation, he at 
tended the weekly sales meetings. These 
get-togethers were held for the office 
manager, shipping, receiving, and price 
clerks and the counter men to provide 
extra training and air suggestions and 
opinions. Operating on the principle 
that an informed staff makes the best 


sales force, the skull sessions always 


covered market conditions, customer 


relations suggestions, credits and col 
lections, special sales helps and_ the 
welfare of employees 

Four times a year, a special meeting 


was held for the same men. An outside 


salesman, or perhaps a manufacturer's 
representative, would help them to 


brush up on the theory and practice 


How a Well-Trained Counter Man 
Handles His Customer... 


Warm Smile 


Reflecting hi interest 
in people, enthusiasm and pleas- 


ure light up Murray Burlinrut’: 


genuine 


face as he looks up from writing 
welcome a customer 
Rutkin 

the 


ador in 


an order t 
int the 
Here i 


wholesaling 
able good - 
action, ex- 
recog- 


nouse 
will amba 
pressing hi friendly 


nition 


Friendly Greeting 


the cu 
and 


His handshake assure 
full 


service for hk.is 


tomer f attention 


prompt needs 
Burlinrut’s evident sincerity in- 
spires confidence in the buyer's 
ready knowledge of 
adds immeas- 


con 


mind; his 
the 
urably t 


merchandise 
the customer's 
builds trust. 


fidence and 


Courteous Attention 


urtesy and good manners 
an able sales- 
man are Burlinrut 
quietly to the customer's 
Even though he may 
know in advance what the pros- 
makes it a 
inter- 


The ¢ 
that characterize 
evident as 
listens 
problems 
say, he 


pect will 


point to refrain from 


rupting. His politeness pays. 


of their jobs, or demonstrate a new 
product or method 
Murray 


took an active part in the discussions, 


attended all the meetings, 
and moved more information into his 
mental With the other 


counter men, he went to electrical in- 


ware house 


dustry conventions, trade shows and 
electrical league sales courses sponsored 
by utilities and manufacturers. He was 
regularly briefed on changes in the 
National Underwriters’ regulations and 
the local code restrictions which he had 
studied closely 

Rutkin gave him an informal course 
on credit as related to particular cus 


] 


and he aware of its 


romers became 


importance to diplomatic Customer 
relations 


e Stock 
ready to take 


Was now 


Murray 
the 


Expert 
over at counter. In 
addition to his regular duties of an 
swering the phone, selling at the coun 
ter and making up orders, he was also 
responsible for stock condition. At the 
end of each day he makes a quick check 
noting short supplies and suggesting 
new purchases accordingly. This know] 
edge helps him to give quick and ac 


curate answers t inquiring customers 

Murray is just one example of how 
Rutkin trains his counter men, but he 
typifies what Rutkin believes a counter- 
a well trained, au- 
“A counter man,” 


this 


man should be 

thoritative diplomat 
Rutkin asserts, “is 
business. His knowledge of product 


and its use, his merchandising back- 


the heart of 


ground and general know-how make 


him a vital instrument of company 


policy. How he does his job reflects 
the company's position in the com- 
munity it serves 
Many 


make personal contact with the man- 


customers are not able to 


agement, so the impression the com- 
pany gives depends on the counter 
man. You might even say he’s a kind 
of executive of intangible value.’ 
e Able Ambassador—In the 

Rutkin has found it highly profitable 


past, 


to make outside salesmen of some 
countermen. Customers they've known 
over the years have been very receptive 
to their sales efforts. Customers not 
only trust them, but are assured they'll 
get honest help with their problems. 

“The 
counter man creates immeasurable good 
will, but the best way to help him do 
it is to train him steadily and equip 
him he'll 


need. If he knows his business, he’s 


Rutkin sums it up this way 


well with the information 


confident. If he’s confident—so is the 


customer 
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REVERES 
NEW HOUSE: 
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It's Full of Fresh Ideas 


Chicago electrical wholesaler takes former pharmaceutical plant and 


transforms it into a model for a multi-storied distribution center 


AST, dependable service is viewed 

as the cornerstone of an electrical 

wholesaling business. But to Revere 
Electric Supply Co., of Chicago, such 
service is more than just a Cornerstone 
its something to be built into every 
operation within the firm 

To this end, Revere has fitted out its 
new 70,000 sq. ft. distribution center 

a former pharmaceutical plant 
with equipment that streamlines its 
internal operations. The equipment in 
cludes 

e Modular furniture which makes 
possible the functional grouping of de 
partments—city sales, quotations, fix 
tures, lamps, credit, accounting and 
billing—in compact units on the main 


office floor Ihe arrangement saves utilizing a new framing material t 
space and time store electrical } roducts. Sort of a king 


} 


e An inter-communication system sized erector set, the material can be 


with nine paging stations and one twe used to make anything from bins to 
way unit for every two persons. It per work tables. And this is exactly what 
mits instant contact with any employee Revere has done. In fact, the manufac 


in the plant and eliminates the need 


turer Claims Revere has deve loped a lor 
for a central inventory control system of new applications for his product 
e Conveyors that reach all floors Telephone scrvice IS speeded by the 
facilitating the quick handling of firm's two switchboard operators. Out 
stocks from storage to the big loading side the building is a 15,000 sq. ft 
dock that accommodates nine trucks parking space for customers and em 
e A pneumatic tube system that ployees—a convenience Revere lacked 
shoots orders to the spot where they it its previous location 
are filled To introduce its new house to cus 
Perhaps the most unique aspect of tomers and suppliers, Revere held a 
Revere’s new house is to be found on — three-night open house. The turnout 


its warehouse floors. There the firm is almost 2.000 





Turn Page for an Inside Look at Revere Electric Supply’s New House » 
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Revere's New House: 
It's Full of Fresh Ideas (cont.) 


Accounting and Fixtures 
Billing 


Credit 
\ Lamps 


i ul 
— 


GENERAL OFFICE is equipped with modular furniture, which 


makes possible the grouping of departments (see above) 


in 
compact units 


Each employee has a greater working surface 


with all he needs in reach. Results: savings in time, space 


Inside Operations 


Are Streamlined 


This Is How Revere Is Warehousing Its Goods... 


Al 





~ 


FIXTURE RACKS — With Dex- RACEWAY RACK—Ten-foot opening makes 
Angle, Revere stacks possible the handling of raceway from front 


entry position rather than from the ends. 


BX BINS—DexAngle provides an eco- 
nomical means for building frames to sup- 
port wooden partitions for storing BX 


fixtures on 
ends, using one-third usual space. 
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< rei aces 


25 
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A 


CONVEYORS reach al! r carry goods from LIKE the general 
torage to waiting truck They give multi-storied men TTice 


house the acce bil a one-floor operation furniture an 


IMPRESSIVE OFFICE of F. R. Eiseman, Sr., Revere INTER-COM SYSTEM at Revere include 
president, features louverall ceiling—-one of many nine paging stations and one instrument 


type f lighting installations in the new house for every two en yee 


b 


... Using a New Construction Material 





a 


ee 


CITY ORDER SHELVES—Use of slanted HEAVY STOCK SHELVES—DexAngle steel RUNNING THREAD RACK—This 
shelves for momentary storage of city or- frame is reinforced by steel shelving for stor- method of storing running thread 
ders aids identification of packages ing large quantities of heavy stock was Revere warehouseman’s idea 
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Revere's New House: 
It's Full of Fresh Ideas (cont.) 


OFF ON A TOUR of Revere's new quarters are Verrall Moe TWO REVERE MEN—John R. Murray (left) and Ken Van 
center) and Roy Vershure (right both of Moe Light. Their Borg (center) gang up on | 1 Lambert f Ken-Rad, at the 


guide is Fred R 3ud) Eiseman, |r., Revere vice president distributing firm's open hou manufacturer 


CONVERSING are Manny Wal ' Ss COFFEE POURER for S. S. Mil 
ker (right »f Revere, and Karl . ler, of Revere, is Fred Heintz f 


Zartler, of Ideal Industrie ylvania Electric 


FRED R. EISEMAN, SR. (right), Revere president, W. P. Zin 
merman (second from left), Revere v.p., and Mary Raymor 
(left), of Revere, greet Mr. and Mrs. Arthur |. Appleton 


The Trade Takes a Look 


ss Ete 


FLOYD FERNAU (right f Revere Electric Supply C play ENJOYING THE EATS at th« per u are (left to right 
f 
pen house host to two Day-Bright Lighting men——Chet Thor Jimmy Lowe, of Revere; Erv Klein ational Carbon; Herman 


en (left) and Gil Nieburg (center) Cohr t Revere; anu Cal Condon, of Ellman G Zuckerman 
g 
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Came the Revolution 


Sweeping income changes have come over the American economy: incomes 


have risen sharply and are moving toward equality. They will bring new mar- 


kets, a new economic geography, new consumption habits. Further income 


progress hinges upon driving up output per man hour faster than ever before. 


REVOLUTION has taken place 
in the United States and only a 


few Americans are aware of tit 
One of the momentous changes in the 
American economy of recent years has 
been the growth in per capita income 
Not only have incomes risen sharply 
but they are moving toward equality 
The effect of these income changes on 
business firms and individuals will be 
many and lasting, according to a special 
report prepared by the McGraw-Hill 
Economics Dept 

e Why the Revolution?—The« 


forces changing the American economy 


main 


have been two wartime inflations, a 


major depression and progressive in 
come taxation. The expansion of plants 
and equipment has both increased 
productivity and added to the earnings 
of the people 

e Income Facts—The 


concerning income distribution are 


main factors 

e Real income per capita has more 
than doubled in the past 50 years. De- 
spite a major decline in the 1930's and 
some minor set-backs after both World 
Wars, 


growth since 


there has been a fairly steady 


the turn of the century 


Increased efficiency in the form of new 
machines 


| 


POOdS are a 


techniques and improved 
that step up the output of 
major Cause in the increase of incomes 
families have 


e The majority of 


moved out of the lower into the higher 


income brackets. A very large middle 
class has been created in America. It is 
made up of employees who earn wages 
and salaries from their factory and of 
fice skills. In 1951 only 13 per cent of 
had 


the incomes below 
$1,000 and only 


comes over $7,500 


pr ypulat ion 
per cent had in- 
However, 80 per 


cent of the people had incomes ranging 
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And 2) 
cent of the populace had incomes be 


tween $2,000 and $ 


trom $1,000 to § OO per 


S00. It might be 


these figures are 


added that Lross mm 


come before taxes 


e Incomes before taxes have moved 


sharply toward equality. In 1929 the 


top one per cent of the population r¢ 


) 


ceived |] per cent of the income. By 
1948 the top share had dropped to 9 
The 


inflation. There is nothing like a 


leveller has been 


per cent great 


man 


rave ft irive re 
power shortage to drive up wages. A 
j 


scarcity of goods and an incentive to 
produce more is a result of inflation 
And in trying to produce more goods 
the supply of labor becomes short 
From 1941 until the present time there 
have been only two brief periods (in 
1945 and in 1949 


ment has exceeded two million peopl 


when unemploy 
The minimum wages paid have moved 
up rapidly; the higher salaries have 
risen more slowly 

further 
OOU in 


e Income taxes have been 


equalizers. A man earning § 
1940 needs co earn $11,110 today to 
have the same buying power. A family 
ot four 
1940 would need an income of $640 


effects of 


who had a $3,000 income in 


to oftset the inflation and 

taxes in 19 

have moved 
The higl 


have 


ons 


e Geographic reg 


closer in per Ca 


ke west 


pita income 


est and income regions 


closed the gap by more than 40 per 
cent. The biggest growth has taken 
place in the Southeast, Southwest and 


Northwest. Farming is an important 


occupation in these areas but in recent 
1 
been an increase in 


The 


manufacturers, 


years there has 


industrial activity Southeast has 


gained in textile the 


Southwest in oil and chemical develop 


urcraft 
The 
Capita im 
| ngland 


srates iS 


rthwest in 


and the Nx 


aluminum m 


ments 
and inufacturing 
percentage of gain in pet 
the Far West, New 
Middl Aclancn 


These are. 


come in 
and the 


smaller 


were already high 


e Farmers still have a long way to 


vo before achieving equality of income 


with the non-farm group. The pet 


capita income in 1951 for the non 


farm population was $1,707 while that 
of the The 


farm population 


farmer was 5506 best year 


income-wise, for the 


was 194 when 1 peak ot 0 per cent 


of equality with the non-farm popula 
1 In 1951 the tars 

per cent ot equal share 
e Redistribution’s Influence The 
influencing 


continue to do 


110n Was attaine 


income Was ¢ 


, ' 
mcome redistribution 1s 


the economy and will 


SO The most »bvious ettect is to in 
spending and expand 


ind 


crease Consume! 


the markets for all kinds of goods 


services general the i words which 


show the Jr 


selt-« 


Vi {¢ it 


sion and 


and d 
pana a 


such 
t¢ nde ncy 
spending ite rt in clothing 


purchas« ; many cond 


trons ich as I i or strikes. It 


seems that consumers have been 


Also 
satished to spend crea 


of thei 


ny px rion 


incomes on housing and other 


(Continued on page 136) 





Housewares Manufacturers 
A\re Their Intentions Honorable? 


The demoralization—perhaps even the destruction— 


of the proven pattern of good electric housewares 


distribution in many major markets is being fos- 


tered by the catalog wholesale-retail distributor. The 


legitimate distributor and dealer are growing rest- 


less, eyeing greener pastures. For the housewares 


manufacturer, the choice is becoming increasingly 


clear: clean up his distribution or commit suicide. 


By Robert Lynne 


= —some of the most important manutac- 
turers are selling their electric housewares to locally 
recognized catalog wholesale-retail distributors. To 
some involved in the more normal marketing channels, 
the situation has become disturbing, alarming and down- 
right discouraging! 

This shortsighted action by important manufacturers of 
nationally advertised brands has opened for discussion 
among some dealers and distributors, the intelligence— 
and the economics—of continuing to supplement and 
implement such manufacturers’ merchandising and pro- 
motional programs with efforts of their own. 

Obviously, the dealer cannot compete with the whole- 
sale-retail distributor. It should be equally obvious that if 
the dealer's business is diminished by the sales of such 
distributors to his potential customers, legitimate distribu- 
tors who serve the needs of such dealers will have difficulty 
maintaining their sales volume and consequent profit with 
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the electric housewares manufacturer in question 

e Local Know-How—The legitimate distributor recog- 
nizes his importance in the manufacturer's marketing 
structure. The manufacturer needs the sales contact the 
catalog distributor does not afford him. Yes, and he needs 
the continued efforts of his merchandising distributors 
who contribute their marketing and merchandising knowl- 
edge to meet demands of local conditions. 

Normally, there is no substitute for basic, intelligent, 
aggressive and determined application of sales plans and 
ideas as well as product knowledge—either by the distribu- 
tor and/or the dealer to move merchandise in sufficient 
quantity to keep everyone satisfied. The job done by manu- 
facturers, with the cooperation of their distributors and 
dealers in the past 20 years, is attested to by the transition 
of many electric housewares from the luxury to the neces- 
sity classification in the consideration of the consuming 
public. 
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Yet, in this new situation involving top-flight manu- 
facturers, some overwhelming factors combine to influence 
the consumer to seek these products at prices far below 
the price that continues to allow the legitimate distributor 
and aggressive dealer to stay in the proven pattern of good 
distribution—or to continue to serve their function. 

Take business expense, for example. It is pretty gen- 
erally accepted that electric housewares manufacturers sell 
their products to their distributors at similar discounts 
Obviously, the catalog wholesale-retailer buys at the same 
price as the legitimate distributor who sells primarily 
through a sales force. The inequity and iniquity are ob- 
vious! The comparatively minimal sales expense of a 
catalog to the mail order distributor who sells consumers 
at wholesale prices lends him-tremendous advantage over 
the distributor who pays sales commission to salesmen who 
sell only for resale to dealers. This is only one of many such 
inequalities. You can fill in many more. 

Our industry needs the wholesale salesman and his pro- 
motional merchandising approach to the dealer! It needs 
the dealer to maintain the high volume of consumer sales 
it is geared to support! National advertising is not enough! 
Advertising and promotion at the point of sale at the local 
level is unquestionably the key to continued high volume 
sales! 

Yet there is always some cream to be skimmed off the 

top of the consumer sales potential. As was intended, the 
millions of dollars spent annually by large national adver- 
tisers who manufacture electric housewares have presold 
consumer acceptance on those manufacturers’ brands. Any 
dollar-wise consumer (that means all of them) realizes 
that a branded item is the same no matter where it is pur- 
chased. The same guarantees hold good! The same service 
stations will service the product irrespective of where it 
was purchased. Consequently, the consumer will buy where 
he can obtain what he wants the cheapest. Wholesale- 
retailers are his answer. Are they ours? 
e Killing the Goose—As wholesale-retailing progresses 
and more and more merchandise flows through these less 
legitimate channels, distributors who seil for resale only 
must naturally obtain less business. Their dealer customers 
will not get the business! 

With less business from the consumer, the amount of 
business that the legitimate dealer can give to the distribu- 
tor will be lessened. With less business, the legitimate 
distributor will find that his promotional expenditures and 
overhead costs will be harder and harder to rationalize 
In weighing his profit picture and the competitive situa 
tion, the legitimate distributor must cut back his expenses 
and his efforts. The same applies to the retailer 

When this happens, manufacturers’ sales volume and 
local merchandising flexibility will diminish. The manu- 
facturer needs the help the good distributor, who helps 
create a demand for the goods he sells, can give him! 
Without this necessary help, what business remains for 
the manufacturer will come from the wholesale-retail dis- 
cributor. 

The catch is that the amount of total business that will 
be left will be lessened, with the loss of the merchandising 
services now offered the manufacturer by the active dis- 
tributor and active dealer. The catalog distributor does not 
now and cannot offer these services! 

Manufacturers must realize this, most especially the 
manufacturers of the more important nationally advertised 
brands! Their continued support of the wholesale-retail 
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catalog operator is suicide for them. The legitimate di: 


tributor and the retail dealer will drift into other lines or 
types of merchandise through necessity 

e Double Standard—One manufacturer complained to 
his legitimate distributor that one of the distributors’ ac 
counts had sent out a mailing piece offering 33 1/3 per 
cent discount on his product. This same retail dealer had 
previously complained to his distributor that it was im 
possible for him to stay in business because he could no 
longer compete with the wholesale-retail distributor op 
crating in his area 

Interestingly enough, the manufacturer in question was 
also supplying catalog sheets at no charge to the wholesal« 
retail catalog distributor in question who was selling any 
and everybody at a minimum of 1/3 off! Can anybod 
question the right of the dealer to do something to meet 
competition created unfairly by that manufacturer? 

We should ask ourselves how the manufacturer would 
even entertain doing business with the wholesale-retail 
catalog distributor. Perhaps, part of the answer lies in the 
fact that the post-war productive capacity of the manufac 
turer was beyond the capacity of a normal market to absorb 
his output after the market reached normality. War-born 
demand gobbled his tremendous production for awhile 
When a buyer's market returned, the manufacturer's need 
for business encouraged his entertaining less legitimate 
marketing channels. Although this solved his immediate 
need for business, the long range effect can be disastrous 
for him 

Also, but not incidentally, where much merchandise was 
previously distributed on an exclusive or semi-exclusive 
basis, some manufacturers hungry for immediate business 
added additional jobbers—who provided quick distribu 
tion at the expense of previous distributors and at the 
expense of the manufacturers themselves 

These smaller jobbers without the overhead of the mer 
chandise distributors now find themselves with a tremen- 
dous advantage. They can more easily afford to offer addi- 
tional discount incentives to new as well as the previously 
established dealers and take the business on a price basis 
This has compounded the difficulty of promotionaily- 
minded distributors in many marketing areas 

If there was some cost differential for the legitimate 
distributor who sells for resale only and creates a demand 
for the goods that he sells to his dealers if the legiti- 
mate d‘stributor was given some incentive by the manu 
facturer so that he could afford these additional expenses 
and feel compensated for the additional work and creative 
thinking that he contributes to the picture, the “cheese 
would not be so binding 
e The Answer—If manufacturers would “clean up” their 
distribution and if distributors with control of a line in 
marketing area would limit distribution on a semi-fran 
chise basis to avoid cut-throat competition at the retail 
level, legitimate profits and sales in greater volume would 
return. Incentive for honest and intelligent merchandising 
would result. The consumer would benefit by better ap 
plication of available products to his individual needs 

The top manufacturers must make the first move—for 
they alone may stop these malpractices. Other manufac- 
turers of smaller stature will rally to them in such a stand 

Their alternative? The reverse swing of the profit 
pendulum that Edgar Allen Poe clearly showed could be 
a terrible instrument in its search for stability and final 
rest. 





Through Front Door 


Through these doors pass the fastest 
orders in the industry — a statement 
backed up unequivocally by  Peirce- 
Phelps management. And all the facili- 
ties of this great new plant—housing 
five acres of sales, service and storage 
under roof point to that very fact. 
Orders given by customers in restricted 
showroom are handled by receptionist 


at information desk, then passed on 


... To Division 


Peirce-Phelps is a combination of five 
separate and distinct distributor organi- 
zations, each having a product manager, 
sales manager and separate office and 
sales staff. This divisionalizing of the 
five product groups allows the ultimate 
in specialization and intimate product 
knowledge. Here in the electric house- 
wares division orders are written up 


and then speedily expedited 


._.. To Credit 


The credit department, used commonly 
by each of the separate departments, 
is the only place where an order may 
become static. From pneumatic tube 
(background), order is sent to control 
desk (left) where it is screened. If au- 
thority for credit is not given, it is then 
passed on to unit credit men who will act 
as final authority for its disposition. Once 
okayed at control desk, order is sent on... 


Service Ils Measured in Minutes 
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1:17 
... To Billing 


It’s just a matter of minutes before order, 
now on the final leg of its smooth 
route through the Peirce-Phelps plant, 
will be in the hands of the trucker. A 
full-time working force in the billing 
department can process orders at phe 
nomenal clip of over 135,000 a year. In 
less than six seconds, pneumatic tubes 
(background) can transmit these or 


ders from this department down 


_.. To Warehouse 


Electric pallet transporter, one of a fleet 
of six fork lift trucks and two trans 
porters, is loaded with merchandise that 
makes up order. They are just a few 
of the many modern warehousing facili 
ties that speed up loading and unloading 
in this huge 125,000 sq. ft. warehouse 
whose cubic content is 2!) million ft. 
Order is now in the final stage of proc- 


essing, all ready to be carted away 


. To Shipping 


Main loading platform, 250 ft. long, ac 
commodates 40 trucks at one time. From 
here, orders can be shipped to cus 
tomers or can be picked up personally 
Parking facilities adjacent to platform 
provide for 225 cars, raised siding flush 
to platform allows pickup trucks to 
load and unload with as much ease as 
their larger counterparts. From recep 


tionist to loading platform—28 minutes 


In This New Peirce-Phelps Plant 


Story on Next Page => 
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FOUNDERS and equal partners of Peirce-Phelps, Inc., left to 
right, are: C. M. Phelps, secretary-treasurer; J}. T. Peirce, Sr., 
vice-president; and W. G. Peirce, Jr., president 


HE question of cost is just one of the many major 

problems that naturally crop up in any business's plan 

for expansion. Even though it has top priority in the 
worry department, there are still other problems involved 
that demand just as much hearing. 

What about the degree of service lost or gained because 
of the move? Will our comnany-customer relations be the 
same as before, or will they be strained? How will our 
new facilities affect our sales influence out in the territory? 
Should we expand there, too? 

e The Big Problem—Those were just a few of the ques- 
tions pondered by Peirce-Phelps officials caught in such a 
momentous predicament. So far as they were concerned, 
though, the big worry was service. And it was a natural 
concern, since their new 11 acre site, completed a few 
months ago, is roughly twice the size of their former plant, 

From the looks of the modern facilities in the new plant, 

though, its labor and time-saving innovations and up-to- 
date processing methods, Peirce-Phelps has nothing to fear 
in regard to service. An escorted tour through the new 
structure would bear that out. It’s not so much the bigness 
of the plant that astounds the visitor as it is the practicality 
and placement of every planned innovation within that 
modern building. Everything in its place, everything in 
order—everything directed to more and better service. 
e Faster Service—‘Our ideal,” one official said, “is for 
an order to be ready for shipment before the customer has 
a chance to walk downstairs from the showroom to the 
warehouse to accept it. All the kinks are still not ironed 
out. After all, we've just been in here for a short time 
But we're constantly improving our processing system to 
a point where we'll make that ideal a reality.” 

This long-range planning has its firm roots in a special- 
ized sales organization capable of insuring that ideal 
Unique in its structure, potent in its objective, Peirce- 
Phelps’s sales department is really five entirely separate 
sales divisions, each headed by a product manager, sales 
manager and separate sales staff. This divisionalization 
provides the ultimate in specialization, intimate product 
knowledve and full appreciation of product by all division 
personnel—providing also the ideal sales support to back 
up any contemplated remodeling of the company’s proc- 
essing system. 
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... And That 


Service Is Still 


Being Improved’ 


(Pictures on pp. 76-77) 


e Company and Customers—As for its company-cus- 
tomer relations, here, too, Peirce-Phelps leaves nothing 
to chance. Now, more than ever, the firm is equipped to 
fulfill its obligation of nurturing its dealers to merchan- 
dising maturity. Here are some of the extras that insure 
that end: 

@ It maintains a fully-equipped auditorium and stage 
which can be used either by Peirce-Phelps salesmen or 
retail personnel for special new-line showings, large meet- 
ings, etc. All facilities are at the disposal of customers. 

@ It has set aside several small rooms specifically de- 
signed for training of retail personnel, both salesmen and 
service men. Competent sales trainers and home econ- 
omists conduct regularly planned, small group product 
meetings. 

e It stocks thousands of genuine factory service and 
replacement parts for every product represented by 
Peirce-Phelps. Dealers and servicemen can draw on this 
stock instantly to assure their more than 10,000 custom- 
ers prompt service and complete satisfaction 

© It has a statistical department which breaks down 
each of its territorial districts, arriving at the saving and 
buying habits of the various communities and forecasting 
the volume of sales. It makes available to dealers sales 
potentials by products for any particular area the indi- 
vidual store serves. 

e It has an engineering and installation department 
which works with builders and contractors on such prod- 
ucts as air conditioning, and heating plants. 

© It has an advertising department which prepares all 
dealer listing ads, individual dealers’ ads, special mailings, 
dealer throwaways, streamers, etc. It is always available 
to help dealers in planning advertising activities suggest- 
ing new approaches and in drawing up individual ad- 
vertisements. 

As for its sales influence, Peirce-Phelps can still be 
rightly called one of the top appliance distributors in 
the area, or the nation, for that matter. Its territory 
roughly resembles the Third Federal Reserve District— 
eastern Pennsylvania, New Jersey south of Trenton, and 
Delaware. 

As for plans for expansion within that area, they'll let 
that decide itself. 
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YOUR 


ELECTRICAL 
WHOLESALING 





PLAN 


The National Macazine 


ELectricat WHOLESALE 
DistRisuTiON 


Established 1920 


For SALES DEVELOPMENT 





The following pages are designed to be a working 
tool to help you find the hidden sales porential in 
your territory 

It hardly seems necessary today to point out the 
need for market determination and sales develop 
ment. Changing conditions brought about by 


changing times are not new to the salesman 


The anticipated change in pace for our general 
economy has prompted many experts to suggest 
that this is the year when the chips are down for 
the salesman 

What can you do to protect yourself in a changing 
economy ? Certainly the more you know about your 
territory, the more you can benefit your customers, 


your firm and yourself. The first step, then, is to 





January, 1953—ELECTRICAL WHOLESALING 


learn more about your market Exploring and 
analyzing your territory points out the new poten 
tial customers and the places where you can 


strengthen your posimon 


The individual salesman can adopt the same tech 
niques of market analysis, selectivity and empha 
sis as the great merchandising corporations It 


requires some extensive, yet simple planning 


The essentials for this planning by the electrical 
wholesaler salesman are included in this special 


section 


Build your sales soundly and profitably by investing 
a few hours in the preparation of a sales develop 
ment plan for your territory 


©) Electrical Wholesaling, McGraw-Hill Publishing Co 








Let’s Get Started... 


YOU'VE just been given the “pitch” 
on the importance of sales planning, 
especially in the year 1953 when all 
the indicators suggest that the sales- 
man will be charged with the task of 
straightening out a slight dip in busi- 
ness. You've also been told how this 
section, concerned with helping you 
find the hidden sales potential in your 
territory, will materially aid your plan- 
ning 
years to come 


activities this the 
if you conscientiously 
apply the tactics outlined on the fol 


lowing pages 


year—and 


That's as far as we can go; the rest 
is up to you. So start rolling up your 
sleeves and ZO to work 

The first task 
cerns tabbing 


you can tackle con- 
the identity of your 
territory. Without a true picture of its 
size and scope, you can easily lose 
your way. Thats need a 


Not 


reference 


why you 


map having one for 


like 


from one state to another without the 


easy 
would be travelling 
help of a road map. You'd get some 
help from road signs, but eventually 
you'd have to stop to ask directions. 
Making a 


map work tor you 1s even simpler 


Reading a map is easy 


Here's all you have to do. 

If you're a city salesman, you can get 
number of 
sources. Just spread it across your desk, 


a street map from any 
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and from your own personal knowl- 
edge, mark off the boundaries of the 
market area you cover. It doesn't have 
to be elaborate 


Just a few 


strokes of a sharp pencil will do 


heavy 


On each street on the map, check 
off in red the accounts you are now 
selling, in blue the accounts that aren't 
on your books. When you have fin- 
ished, you'll be able to see at a glance 
the your that 
selling area. Then when you're out in 


extent of market in 
the territory again, you can make it a 
point to see as many of the blue stops 
as you can fit on your schedule 

If you travel about a county ofr 
state, there are any number of maps 
you can use in out your ter 
You biggest 


areas, then work down to the lesser, 


tracing 


ritory. start with the 


more specific ones. From state to 
county to town, in that order. 

On the state map, you etch out your 
broad territory according to counties. 
You use that only as a reference to 
the number and location of sales ter- 
within that state, not to 


ritories 5 


cord, as in the case of the city map, 


the exact number of individual ac- 
counts. On your county and town or 
city maps is where you can follow the 
same procedure as the city salesman 
in marking up his street map. Always 


keep in mind the distinction between 


the active and potential customers 


Sources of these different maps are 
numerous. Your local stationery store 
For 
map 


of the city large enough to pin-point 


carries copies of street maps 


about fifty cents, you 


can get a 


your market possibilities in that area. 
Your 


you with maps of the district it 


local election board can furnish 
Serves. 
Business development and_ planning 
boards will do the 

( onsult 


your telephone directory for the local 


same 
the classified section of 
office of a map publishing firm. If all 
these sources fail to give you the serv- 
ice you want, just write to any of the 
New York 
City. There’s a Hagstrom Company at 
311-315 Rand-Mc- 
Nally & Co., Ave., both in 
New York 
request, and at a slight charge, maps of 
all the 


counties 


large map companies in 
and a 
111-8th 


They can 


Broadway. 


furnish upon 


states, most of the cities, 


and towns in the United 


Stares 

If your territory takes in more than 
one county or state, you can purchase 
the need from the above- 


maps you 


mentioned sources, or get a road map 
station road 


dual Not 


only will you have your route marked 


from your service The 


map will serve a purpose 


off for easy reference, but your market 


territory in each county as well 
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BASIC DATA FOR MY TERRITORY 


Territory includes: 





DATA 


SOURCES 





Population 


Bureau of the Census 





Households 


Consumer Markets 





Retail Sales 


Consumer Markets 





Commercial Establishments 


Consumer Markets 





Industrial Establishments 


Consumer Markets 





Income 








Survey of Current Business 


Dept. of Commerce 





THI 


is the real ability of that territory to 


basic strength of your territory 


buy. When you as a salesman sit down 
and diligently pin-point your territory's 
basic strength—its population, number 
of residential, retail, commercial places, 
income, etc.—you're the best informed 
salesman in town. As the best informed 
salesman in town, you stand the best 
chance of any to become the most suc- 
cessful salesman in town 

An evaluation of your territory in 
regard to its basic strength is no farther 
away from your finger tips than your 
local public library or your municipal 


City Hall 


fair 


be de 
ot 


curacy, after just one day’s thoughtful 


offices in It can 


termined, with a amount ac- 
research. At your disposal is a wealth 
of source material 

Population and income figures are 
your two most potent indicators of a 


Me re 


anything else, these figures point up the 


territory's basic strength than 


true appraisal of your territory because 
with them you can determine whether 
has or will 


or community 


have the potential, if not the real, pow- 


not your 


er to buy. 
Population figures for your territory 
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ot 


Census reports, probably lying hidden 


ire readily available from Bureau 
on your librarian’s shelf. She'd be only 
too glad to let you dust them off for 
her. Birth and death rates are recorded 
daily in your community's Department 
of Health for 


obtained from that office 


Statistics same can be 


This source 
though, has to be checked about every 
months to continue 


SIX Rive in 


accurate picture of increases or de 


creases in population 
to find cut the rises 


One sure way 


and falls in your territory would be to 
lirectly the Bureau of 
Washinvton, D. ¢ tor 


Their estimates over the years 


write to the 


( census, suc h 
hgures 
are accurate and tend to give you a 
keener insight into population fore 
casting and analyzing 
Determining the income of a terri 
tory can be a more tedious task. Income 
by states is accessible from a periodical 
titled “Current Business,’ available 
from the Office of Business Economics 
Department of Commerce, Washing- 
D. ¢ 
terminant available that will spell out 
of { 


individual city or 
It's up to you to use the 


ton, Still, there is no real de 


the income any 


community 


nforn tion ommand 


ness surveys knowledge tO 


lctermine wl or com 


munity is better of than 
inother 

rding 

mrome#¢ter 

These figures are 
bre ikdowns in the 
cr Markets 
1 Rate 
Ave 


re ports at a 


pub 
Data 
ll 


glance 


and 
| vanston 
f your community 


contrasted With its selling power 


of the 
1 by 


l good ition also 


IPC OTN ) 


cnypoye 
your retail market 

Any 
list of the exact nut 


ind 


sale man who ts med with a 


ber of commercial 


industrial establishments in his 


community can determine with littl 
eftort his selling prowess in the terri 
All ali 
formati 
Data 


match 


this in 
Standard Rate and 

Markets 
number of 


tory has to do 1s get 


m from the 
Service Consumer 
that figure with the 


commercial and industrial iCCOUNTS 


he now has on the books, and interpret 


the comparison 





LOCAL CONTRACTOR MARKET 





NOT SELLING CHARACTER 





Inside Residential & Industrial Wiring Underground Pole Line Maintenance & 

Commercial Wiring & Installation of Distribution Construction Repair of Elect’! 

Lighting & Power Equipment 
Equipment 


6 | Portial 
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Electrical Wholesaling Chart 2 


INSTRUCTIONS 


Your loca contract market is 
OF BUSINESS broken up into ten basic groups of 


business specialization These groups 








Retail Elect’! Sales Motor Repair Instaliation of Major Appliance, Installing & Serv 
Signal & Communi Oii Burner In icing Electronic Equipment 

cation Systems stallation each contractor customer performs 
While it is improb ible that each of 


your accounts handles all ten types of 


are defined by the character of business 





jobs, it would be safe to say that the 


majority of them specializes in more 





min one 


On Chart 2 is a listing of these ten 





LrOUPS There 1S also Space for you to 
list the names of the contractors in 


your territory. After each contracting 





concern there is space tor you to check 


otf the amount of selling you perforn 





to each, whether it 1s 100 per cent or 


partial, or not at all 





Whether or not you are selling t 
these contractors, check afrer each, as 


best you can, the major character of 





their business so that you can get a 


clear picture of how you stand with 





your local contractor market 
It your firm does not maintain 


list of all the contractors in your terri 





tory, consult the classified section of 


your telephone directory, or your local 





association 
Atcer this chart has been completed 


turn the page to Chart 3A. There you 





will see on those pages and on Chart 


4B that follows an extensive listing of 





the products you can sell to those con 


tractors who specialize in inside resi 


. 
dential and commercial wiring, and in 


luserial Wirithh ind 





installation of light 


ing and power equipment, the first 





two groups that appear on Chart 2 
[here is space for you to list the 


nai of those contractors to whom 





you are selling these products and space 


to list those customers that are not 





being sold these products. Taking the 
form of a compact control and progress 


chart, it 1s a check on the amount of 





products you are selling to each cus 


tomer. Accounts not being sold should 





be listed also The product list then 
becomes a chart which will help you 


{ 


record your progress. It will serve to 





show the shortcomings or strength of 


your contractor market in these two 





specialty groups 
Due the scope and detail of this 





all-inclusive project, and to be of prac 
ical working assistance to the sales 


man, we have included only the first 





two specialty groups for the control 
and progress chart. We have prepared 





and have available additional control 


and progress reports on the other eight 

















groups 
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A TEST OF RETAIL MERCHANDISING POWER 


Ten check points a distributor salesman can use in 
evaluating his dealer customers’ potential selling power 


Name of Dealer . . 
Type of Dealer ... 


Dealer's Address 


Name of Salesman . . 


Class A (10 pts. Each) 


Class B (7 pts. Each) 


Class C (4 pts. Each) 


Rating Chart 
Class A Dealer. . 
Class B Dealer. . 
Class C Dealer. 
Class D Dealer. . 


. .80 to 100 
65 to 79 
30 to 64 

0 to 29 


Class D (0 pts. Each) 





STORE 
LOCATION 


OC) Heart of business 
section. Day-long, 
brisk traffic. 


([} In secondary shop- 
ping area. Good 
floor traffic. 


([] On outskirts. of 
shopping center. 
Well-known address. 


[_] Neighborhood store. 
Used just for con- 
venience. 





STORE SIZE 


- More than one floor. 
Separate depart- 
ments. 


(_) Large store. One 
floor. Departmental- 
ized throughout. 


[_] Medium sized. De- 
gree of specializa- 
tion small. 


(_] Small store. No sep- 
arate departments. 





CUSTOMERS 


No distinction be- 
tween classes. Ap- 
peals to all. 


[_} Regular customers. 
Plenty of repeat 
business. 


(J) Customers usually 
drop in to buy one 
specific item. 


(_] Customers use store 
as last resort. 





CONSUMER- 
CREDIT POLICY 


Complete. Time- 
payment, charge 
and lay-away plan. 


[_] Sells for either cash 


or on time payment. 


(CC) Usually strictly cash. 
Credit extended in 
extreme cases. 


Cash only. 





STORE 
REPUTATION 


[_] Highly praised by 
competitors. Good 
name in community. 


(C) No criticism by com- 
petitors. Well re- 
garded by custom- 
ers. 


(_] New concern. Repu- 
tation not as yet de- 
termined. 


Poor reputation. 





CREDIT RATING 


[_] Very high. Superior. 


[_] Line of credit me- 
dium. 


[J Limited credit line. 


Poor line of credit. 





PERSONNEL 


[_] Well-trained. Ag- 
gressive, Courteous. 
Welcomes outside 
help. 


[_] Sales force active. 
Lacks training but 
willing to learn. 


LIA “just fair’ sales 
force. Not trained 
especially. 


Clerks just know how 
to answer tele- 
phone, wrap pack- 
ages. 





SALESMAN 
INITIATIVE 


([] Extremely high. 
Salesmen paid com- 
missions and salary. 


[_] Salesmen salaried. 
Sometimes given ini- 
tiative bonus. 


[_] Regular salary. No 
bonus or monetary 
slap on the back. 


Everyone’s in the 
family. No keen in- 
centive at all. 





ADVERTISING 


[_] Regular local adver- 
tiser. Several times 
a week. 


[_] Frequent local ad- 
vertiser. Several 
times a month. 


[-] Occasional local 
advertiser. Several 
times a year. 


Doesn’t advertise at 
all. 





DISPLAYS 


(_] Very cooperative in 
planning and exe- 
cuting displays. Cre- 
ative ideas. 


([] Often uses display 
material given him. 
Gives them large 
play. Not creative 


([] Displays are used 
occasionally. Placed 
haphazardly. _Inef- 
fective. 


Displays are never 
used. 





FINAL SCORE ... 


. -DEALER 
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INSTRUCTIONS FOR CHARTS 4 TO 8 


Five charts remain to be reviewed. They appear on 


following eight pages 


your retail market, one each devoted to your commercial, 


industrial and institutional market 


pleted these charts, your plan for sales development in 


been spelled 


will 


your territory have 


Local Retail Market 
Pages 108-9 

CHART 4 is the local retail market 
chart. It is a listing of 25 different 
retail establishments to which you can 
sell various products for resale to the 


ultimate customer. Horizontal column 


Retail Worksheet 
Pages 110-1 

CHART 5 is a worksheet for your 
retail market. Space is provided under 
each retailer classification for you to 
the different 
stores in your community—both cus- 
and You 


check off whether or not you are selling 


write in the names of 


tomers non-customers can 


Local Commercial Market 
Pages 112-3 

CHART 6 is the local commercial 
market chart. It resembles, somewhat, 
Chart 5's approach to the retail market 
with but few The 
mercial market chart lists 50 separate 


Variations. com- 


establishments to which 


the distributor salesman, through his 


commercial 


contracter Customers, can sell electrical 


Local Industrial Market 
Page 114 


CHART 7 is 


market chart. It is broken up into two 


the local industrial 


general industrial classifications—man- 
ufacturing and service. There is space 
provided under each classification for 
you to write in the types of industrial 


Local Institutional Market 
Page 115 

CHART 8 is the local institutional 
market chart. Instructions for chart 8 
are the same as for chart 7. Only, in 
this institutional chart, you write in 
under the four general classifications 
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two charts devoted to 


u hen yOu have com 


lhe 


; 


zing up wise, though, to 


out for you. In ods te 


is the listing of the 25 retail outlets, 


vertical column is an_ exhaustive 
compilation of the products you can 


We have 


checked, for your reference, the prod 


sell to these various outlets 


to them 100 per cent or partially, or 
not selling to them at all. There is 
space provided, also, for notes in which 
you can write in any observations about 
the individual store's buying habits, its 
ability to sell the products listed under 
There 


its classification in chart 4, etc 


supplies and equipment. There 1s space 


provided for you to write in the 


number of these various commercial 


establishments in the 
number of 


selling 100 per cent, partially or 


your territory, 


these to whom you are 
not 
at all. As in the retail chart, there is 


space provided for your personal notes, 


firms in your territory, total number, 
and how many of these you are selling 
100 per cent or partially, or not at all 
There is space provided, also, for your 
personal notes. Take this list of ac 


counts and check it against the product 


(hospitals, schools, public buildings, 


churches} the types of institutions 
found in your territory. You also write 
in the number of these institutions, and 


how many you are selling 100 per cent 


themselves, these charts are self 


It would be 


é xplanal ry 


review the instructions for them appear 
ing on this page They are de signed to help you uncover 
the hidden sales potential in your territory by showing 
you where to find new customers and where to sell more 


both old and new accounts 


ucts you can successfully merchandise 


to each type of retailer. This chart 
serves as a reference guide for chart 5 
It is also a handy product-customer 
for retail market 


report your 


may be instances where the space pro- 
vided for dealers’ names may be in 
adequate in this chart. If that be the 
case, you can make up a regular chart 
own, using a similar style as 


Be sure 


~ your 
has been used in this chart 
to list all dealers in your area 


ind as in the case of the retail chart 
again, you can expand on this chart at 
your own discretion. The job will be 
take this list of 
accounts and check it against the prod 
uct list printed in charts 3A and 3B 
Then you can get a pretty good pic 
ture of your territory Coverage 


finished when you 


list printed in charts 3A and 4B. Your 


primary purpose in analyzing your 


local industrial market is to find out 


what additional products you can sell 


to your present and prospective in- 


dustrial accounts 


or partial, or not at all. There is space 
your 
personal notes. Check these accounts 
against the product list printed in 
Charts 3A and 3B 


provided for you to jot down 





LOCAL 
RETAIL 
MARKET 


Heating pads 
is Hearing aids 

Electrically heated branders 
| Broilers " 
Tamp bulbs 


Theses ale 
Electric candles 


Electric churns 


Vacuum cleaners 
Ss iaieeannndiaies 
Hair clippers 


MBhessttt . 
Electric clocks 


Bhewecns 
Coffeemakers 

acceding 

Electric bed covering 

lies hae Aa kt 

Air conditioners 


— — ———— 
Paint sprayers 


i gg cookers 


ma 
Dishwashers 


Hair dryers 
| Garbage disposals : 
r Clothes dryers 
Portable electric tools 
iste aed _ 

Lamp guards 


Portable heaters 





| aetna 
| lroners 


trons 
| Waffle irons 
Juice extracters 
Bactericidal lamps 


Lnupetestiniieal batt 
| Health and sun lamps 
Mixers 
Lawn mowers 
Home pasteurizers 
Hot plates 
Floor polishers 


Electrician's tools 


steeds 
Corn poppers 
Radios 


Bene 
| Ranges 





Bee! 
Electric shavers 


l Recorders 
Lamp shades and reflectors 
Refrigerators 
Roasters 
Christmas-tree sets 


Hedge shears 


Knife sharpeners 
Spot lights 


Electric toys 


Infra-red broilers 


Ice cream freezers 


Automatic defrosters 


Bread slicers 


Liquefiers 

Illuminated magnifiers 
illuminated house numbers 
Pant  t—i(i‘i~™S 
Switch, outlet plates 


Receptacles 


108 


Grocery Stores 


Department Stores 


\ 


1X x 


General Stores 


\ 


S| Voriety Stores 


Radio, TV Repair Shops 


{| Household Appliance Stores 


Automotive Dealers 


Gasoline Service Stations 


Building Materials Dealers 


Hardware Dealers 


\ | Farm Equipment Dealers 


Heating, Plumbing Equip. Dealers 


Drug Stores 


\ 


<1 \ 


UVVSiV< 


Sporting Goods Stores 


Jewelry Stores 

Gift, Novelty Stores 

Furniture, Home Furnishings Stores 
Major Appliance Stores 

Central Stations 

General Repair Shops 

Lamps and Shades Stores 

Marine Supply Stores 

Camera Photo. Supply Stores 


Music Stores 
\| \ | Medical Equip. Dealers 


STATS 


- 


CILILITI SE SIN STS 


€ 1 
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WataCatCatarats 
Vivir 


V- 
Vv 


$a1045 Asa2019 


ballasts 


warmers 


Cleaner replacement bags 


Ammeters and voltmeters 
Public address systems 


Floor and table lamps 
Flashlights and lanterns 


Bells and buzzers 
Coffee grinders 


Toasters 

Water heaters 
Deep fat fryers 
Miniature lamps 
Kitchen cabinets 
Auto radios 
Switches 

Wall plates 
Batteries 
Trouble lights 
Scalp vibrators 
Food warmers 
Slicing machines 
Electric fly screens 
Lighting fixtures 
Home freezers 
Farm freezers 
Casseroles 
Fluorescent 
Connectors 
Bathroom cabinets 
Lamp globes 
Griddles 
Fluorescent 


F 
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Wire cutters 

Electric heating elements 
Insect-repellant lamps 
Incandescent lamps 
Washing machines 
Radiant heaters 

Space heaters 
Television 

Photo lamps 

Heating cable and tape 
Brooders 





RETAIL WORKSHEET 


SELLING | NOT 


FIRMS 
100 | Part 


Grocery Stores 


Department Stores 


General Stores 


Variety Stores 


Radio, TV Repair Shops 


Household Appliance Stores 


Automotive Dealers 


Gasoline Service Stations 


Building Materials Dealers 


Hardware Dealers 


Farm Equipment Dealers 


Heating, Plumbing Equip. Dealers 
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Electrical Wholesaling Chart 5 


SELLING NOT SELLING 
Portio 


Drug Stores | 


Sporting Goods Stores 


Jewelry Stores 


Music Stores 


Gift, Novelty Stores 


Furniture, Home Furn. Stores 


Major Appliance Stores 


Central Stations 


General Repair Shops 


Medical Equipment Dealers 


Lamps and Shades Stores 


Marine Supply Stores 


Camera Photo Supply Stores 
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LOCAL COMMERCIAL MARKET 


Number | Now Selling | Not 
in Selling 
territory 


100°, | Partial 
| 
Grocery stores 
Department stores 
Eating and drinking places 
Other food stores 
General stores 
Variety stores 
Dry goods stores 
Apparel stores 
Furniture stores 
Radio, TV repair shops 
Household appliance stores 


Automotive dealers 


Gasoline service stations 


Used car dealers 

Dealer showrooms 

Other transportation dealers 
Lumber yards 

Building materials dealers 
Hardware dealers 


Farm equipment dealers 


Heating, plumbing equip. dealers 


Drug stores 


Book stores 

Pawn shops 
inetd stores 
Jewelry stores 

Music stores 


Stationery stores 
Florists 


Cigar stores 


News dealers 
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Electrical Wholesaling Chart 6 


Number | Now Selling | Not 
in Selling 
territory 
100% 
Gift, novelty stores 
Luggage stores 
Camera stores 
Office equipment dealers 
Optical goods stores 
Fuel dealers 
Chain grocery stores 
Housewares stores 
Major appliance dealers 
Central stations 
Auto accessory dealers 
Maintenance shops 
Antique stores 
Barber shops 
Laundries 
Beauty salons 
Bicycle shops 
General repair shops 
General equipment dealers 
Recreational establishments 
Dry cleaning establishments 
General contractors 
Mortuaries 
Dance studios 
Medical equipment dealers 
Haberdashers 
Hotel equipment dealers 
Lamps & shades stores 
Package stores 
Refrigeration equipment dealers 


Shoe repair stores 
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lectrica olesalin ar 
LOCAL INDUSTRIAL MARKET 





Number | Now Selling Not 
in ~ Selling 
Territory | 100%, |Partial 





Manufacturing 



























































Service 
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LOCAL INSTITUTIONAL MARKET 





Number Now Selling Not 


ESTABLISHMENTS TE y A AE — 
Territory 100%. | Partial 

















Hospitals 


























Schools 
































Public Buildings 
































Churches 
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ALUMINUM wire ANb CABLE 


SERVICE ENTRANCE 
CABLE ROEPRENE 


PARKWAY CABLE 
SS SERVICE DROP . ROEPRENE sends 
CABLE WEATHERPROOF LINE WIRE feattee 
CABLE . ¥ 





Here are five important types 
of Roebling insulated wires and cables 
available with 


ALUMINUM CONDUCTORS 


This broadening of the Roebling line gives you the choice of copper or 
aluminum conductors for: Roebling Self-Supporting Service Drop Cable, 
Type SS (uninsulated neutral can be furnished in solid copper or alumi- 
num wire, or copper, aluminum or ACSR strand) * Roebling Service 
Entrance Cable, Type SE—Style U * Roebling Weatherproof Wire and 
Cable, Type URC (available with copper, aluminum or ACSR stranded 
conductor) * Roeprene Line Wire* Roeprene Parkway Cable, Type RR. 
John A. Roebling’s Sons Company, Trenton 2, New Jersey. 
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“A BOX FOR EVERY NEED” 
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THE OLD SYSTEN 





The Preliminary Steps... 


RECEIVING — Counter man receives 


from outside salesman to be ASTER the price-less order is written up, Morel Devic to- 


gether with one of his experienced assistants begins the 
painstaking checking and completion. The order is sent to 


order 
filled from stock 





THE NEW SYSTEM 








SELECTING — Counter man selects 
merchandise to be laid out in com- 
pleting the order 


BRIEF inspection of order body, catalog numbers, etc., and 
marking for price classification is finished quickly by Harold 
Davis who routes the O.K.’d order directly to the 


WRITING — Body of order is written 


up by counter man. Substitutions are 


made but prices aren't entered 


PUSH BUTTON BILLING 


Here's how B. Davis Co. Inc., Mt. Vernon, N. Y., 


and billing procedures and saved time, manpower, 


mechanized its pricing 
and customers’ feelings 


that in addition to a regularly long 
work-day, he was forced to devote three 


NEW approach to an old prob 
lem has been successfully pio- 
neered by the B. Davis Co., Inc., 


By George D. Farley 


nights a week solely to pricing and bill- 


an electrical wholesaling firm in Mt. 
Vernon, N. Y. This distributor took an 
intricate billing and price quoting 
operation out of the expensive hands 
of experienced, highly skilled person- 


nel, and transferred it to a junior “me- 


chanical brain,” deriving more benefits 
than he anticipated. 

It all began several years ago when 
Harold Davis, secretary of the firm, de- 
cided that he was “living to work” in- 
stead of “working to live.” It seems 


ing. Because of growing sales volume 
the situation was becoming more acute 
Two other long-time employees also 
had to give up more important duties 
to pitch in and help him eliminate the 
backlog. The problem didn’t end here, 
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a typist in the office who takes additional time to type in shipping department, which had the entire 
the verified price on the invoice copy of the order she receives order until the packing and deliv r were ready 


from the office checking clerk. She passes the order to the The merchandise is fir the customer 








operator of the new machine, whi order plus three carbon copies. The oper 
selects proper cards and drops them in ator then separates the packing and delivery 
machine which types out complete copies and sends them on to shipping where 


though. Other skilled worker's time three book prices for each item. The found mistakes and inaccuracies—r¢ 
and efforts were involved company carries over 9,000 items. The — sulting in dissatisfied and irritate 
e Old Procedure—Before Davis ob- price a particular customer gets is d tomers 
tained the machine, the routine went termined by his line of business and e Called in IBM—Davis 
like this volume of purchases electrical engineer, RPI 
The salesman would come in with There were four copies of the order. that he had to get out of 
an order and hand it to the counter’ The first served as a delivery receipt; burdening and_ thankless 
man who selected the merchandise, the second as a packing ticket. The analyzed his problem and broke 11 
wrote up the order and made any sub-_ third was an invoice. The final onc down to machine procedure. He then 
stitutions necessary as to quantity, the office copy—was manually priced brought his problem to the Whit 
catalog number, unit number, etc. But and then checked by another skilled Plains, N. Y., office of IBM. They wer 
the counter man did not fill in the man. It was then given to the typist to _ satisfied that they could do the job but 
prices. produce the third copy. the cost of the operation would be pro 
This pricing job was done by the Following this system, delivery hibitive until the company quadrupled 
two men along with Harold Davis trucks were held up waiting for prices its volume 
all with years of skill and valuable ex- to be written, checked and typed. De For the next two years, Davis spoke 
perience in the electrical wholesale spite their best efforts, the company to other business machine companies 


trade. The task took time which could was able to provide too few clean and rejected a large number of pr 


have been better used—and still mis- looking, neatly typed invoices, and try _ posals that he felt were less than half 
takes were made. This distributor has as they might, Davis and his staff still (Continued on page 138) 
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complies with 
modern 3-wire 
systems 


approved 3-wire 
convenience 
outlet 


impact resisting 
| moulded phenolic 
handle 


model 151-CA 
Lamp changer 


model 3006 
Vaporproof 





Send for the new McGill catalog No. 49-A 
describing the complete line of McGill 
Lamp Guards, Sockets and Switches. 


all are MGILL quality 


now?! 


M‘ G | L q offers 


you a complete line of 
GROUNDED 


PORTABLE LIGHTING 


@ 


completely insulated 
and shockproof 





model 5025 SLRG 


You can now have the safety 

and convenience of a completely grounded 

lamp guard equipped with an approved 3-wire 

convenience outlet. The McGill 5000-G 

Series portables give you all the light you can 

use and in addition provide a ready connection for 

grounding drills, soldering irons, saws or other 
power tools quickly at the working area.. 

without extra extension cords. 

McGill grounded guards are 

available with either the standard closed end cage 

and reflector or with an open end cage with concen- 

trating end lens (as pictured) to beam light — 

and rotary reflector. Other models are available with 

or without convenience outlet, switch, and 25’ to 50’ 

of red 16-3 SJT Thermoplastic cord and plug. 


model 5500-SRG 
Grounded, no outlet 


closed end cage : 
model 7000-SR 


Reflector and Switch 


WS ) 
Qy 
ie 
model 650-M Pa 
Rubber hook handle 


MSGILL 


electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 250 N. Campbell St., Valparaiso, Indiana 
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Power that moves with the job makes sense 
with industrial users. No long extension cords 
to trip up workers, slow down production 
Here, hand tools follow moving production line 


Production rolls when 


power supply rolls with it! 


BullDog Industrial Trol-E-Duct lets power feed 
go right along with the job. Saves your 
a iaair eames en customers up to 2 hour per man per shift. 


tap-off outlets in boxes feeds 

ery pe A any bb ee Where production equipment must along with the job mobility that 
move freely, Industrial Trol-E-Duct means extra production. Users re- 
provides the means. This modern, port savings up to '2 hour per shift 
highly flexible system of electrical Entire system is prefabricated, 
distribution not only carries current standardized for easy installation 
to the job, but supports heavy tools Dismantles and reinstalls swiftly, 
Rated at 100 amperes. speeds up plant change-overs. Com- 


Trolleys, riding overhead in con- pletely salvable, safe, efficient, 
tinuous duct slot, tap power from guaranteed 
enclosed bus bars and relay it to Get the complete story on Bull- 
portable power tools, hoists, cranes Dog Industrial Trol-E-Duct. Call in 
and other moving “loads.”’ Your cus- a BullDog Field Engineer, or write 
tomers get power that rolls right direct for free bulletin 


Heavy-duty mobile hoist is 
fed from trolley moving in 
duct. Trolleys are available 
for virtually any load require- 
ment. Easy to stock, sell 


This slot is the secret of ‘ro ection of Duct and 
mobile power. Through roll Steel wheels and 
it, Industrial Trol-E-Duct spring-button contacts 
provides a continuous as r mooth-rolling 
power outlet ositive-contact trolleys 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 
as L i IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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. Electrical Wires and Cables 
for every purpose 


























U.S. ROYAL PORT- 
ABLE CABLE. Before 
any construction of 
U.S. Royal Port 
able Cords or 
Cables is offered 
to the trade, it is 
put through a series 
of seven grueling 
laboratory tests that 
guarantee depend 
ability 





U.S. LAYTEX CON- 
TROL CABLE. Insu- 
lated with 90% pure 
natural unmilled 
grainless com- 
pound, whose insu- 
lation resistance 
improves in wet lo- 
cations. Not one 
reported failure in 
its twenty years of 
manufacture. 





U.S. POWER CABLE. 
Insulated with co- 
rona resistant Us- 
korona or Butyl 
compcund, these 
cables offer an un- 
beatable reliability 
on overhead and 
underground high 
voltage power ap 
plications in wet or 
dry locations. 








PRODUCTS OF 


UNITED 


STATES 


Electrical Wire and Cable Department «+ 





power houses to homes, from mines to mills, 
from farms to factories— United States Rubber Com- 
pany has Electrical Wires and Cables to fit every need. 
Where dependability, long life and economy are essen- 
tial, U.S. Rubber has the answer to almost any wiring 
problems your customers may meet. 

U.S. Rubber pioneered in developing Laytex® Insu- 
lation made of 90% pure natural unmilled grainless 
rubber. From U.S. Royal Portable Cords and Cables, 
Aluminum Wires and Cables, Service Entrance and 
Drop Cables, to Power and Underground Cables, the 
U.S. Rubber line includes Electrical Wires and Cables 
of every description, including cables fitted to IMSA 
Specifications for traffic, fire and police needs. 

Write today for our general catalog covering the 
full line of U.S. Electrical Wires and Cables. 


RUBBER COMPANY 


1230 Avenve of the Americas, New York 20, N.Y. 
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NEW SYLVANIA TROFFERS! 


Sylvania’s new line of re- 
cessed troffers has been de- 
signed around a basic unit 
to provide the last word in 
flexibility. 


These troffers may be in- 
stalled separately or in con- 
tinuous rows . . . to meet 
practically any intensity re- 
quirements, length or row, 
ceiling construction, or ar- 
chitectural style. 


Sylvania troffers are fin- 
ished in hard-baked Mira- 
coat enamel on Bonderite 
treated steel. Available with 
either standard or instant 
start ballasts. 


pALIP, 
.) 
o +4 


LIGHTING 
CONTRACTOR 





New Troffer Spot Lights, too 

New Sylvania spots and cor- 
ner boxes are also available to 
accent ceiling lighting patterns. 
These spots, readily placed at 
Strategic locations, harmonize 
perfectly with adjacent troffer 
shieldings. 

Fully guaranteed 

All Sylvania troffers are cov- 
ered by the broadest guarantee 
in the industry. This includes 
lamps (when Sylvania lamps 
are initially installed), ballasts, 
starters, and wiring for a period 
of an entire year. For detailed 
information about this new 
troffer line, be sure to mail the 
coupon NOW! 


Urge your Electrical Contractor 
friends to display this emblem that 


directs prospects to their doors. 


SYLVANI 


ty , 
fy rt 


As 
. 


FLUORESCENT TUBES, FIX- 


EQUIPMENT; PHOTOLAMPS; 
TELEVISION SETS 


TURES, SIGN TUBING, WIRING 
DEVICES; LIGHT BULBS ; RADIO 
TUBES; TELEVISION PICTURE 
TUBES; ELECTRONIC PROD- 
UCTS; ELECTRONIC TEST 
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SEE THE VARIETY 
OF SHIELDINGS NOW 
OFFERED BY 
SYLVANIA TROFFERS 


~. 
| 


I me 


. a - 


Basic Sylvania Troffer with louvered shielding. 


NEW FLEXIBILITY AND LIGHTING EFFICIENCY WITH 


5° x 45° Louvers 
for class- 
rooms, offices, and 
many types of 
stores. This shield- 
ing available with 
open or closed 
ends. 


Twinlite . . . an- 
other interesting 
diffused lighting 
shielding, avail 
able with open or 
closed ends. Ideal 
for reception 
rooms, hotel lob- 
bies, and display 
areas. 


Plastic . . . comes 
with closed frames 
only. Sturdy, ex- 
tra lightweight 
shielding for soft, 
diffused recessed 
troffer lighting 


Name 


Albalite . . . pro- 
vides attractive dif- 
fused lighting for 
scores of applica- 
tions. Comes in 
both open- and 
closed-end frames. 


Curved lens... 
available with 
closed frames only 
Provides an ex- 
tremely attractive 
light source where 
less contrast is de 
sired 


Sylvania Electric Products Inc., 
Dept. 31-2601, 1740 Broadway, 
New York 19, N.Y 


Please send me illustrated folder describing the 
new line of Sylvania Recessed Troffers. 





Street 





City 


BORG ONG ccs 





a ere 


a 
! 
l 
! 
! 
| 
| 
| 
l 
l 
I 
| 
| 
| 
| 
l 
| 
l 
i. 





NEWS OF THE 


ADEQUATE WIRING committee 


James Brady, Walter 


Canfield, committee chairman; 


meets for 
Rochester's license to OK wiring certification. Seated are 
McKie and Howard Brown 
R. A. 


INDUSTRY 


the formal presentation of 
(left to right) 
Standing are: R. H. 


(Jack) Whitford, ReQua Electrical 


Supply Co.; Ed Kramer, Electric Association; Homer Locke, Kovalsky-Carr 


Electrical Co.; and Don McGhee. 


AW Program Starts In Rochester 


ROCHESTER, N. Y.—A co-ordi- 
nated Adequate Wiring campaign pro- 
gram has been introduced to all major 
groups in Rochester and most of the 
Monroe County, N. Y. area. The Elec- 
tric Association used newspaper ads, 
feature stories, mailings to 
1,289 interested professional people, 
group presentations and other means 
coming 


special 


to dramatize the of wiring 
certification to the upstate New York 
city. 

An adequately wired, light condi- 
tioned home—the first to be certified— 
was the chief promotional device. This 
model was constructed by Lee Haiperin. 
A second home for which certification 
has been sought is being built by Art 
Windsor on Kilbourn Rd., Pittsford, 
i i # 

Both light 
switching that allows passage through 


homes feature ahead 


a home from any entrance without the 


Committe chairman R. H. Canfield in- 
troduced builders to the plan through 
an article published in the Rochester 
Home Builders Monthly. In addition, 
112 builders received an announce- 
ment letter plus a copy of the local 


AW standard from the Electric Asso- 
ciation. Copies of the standard were 
also sent to 115 architects, 320 appli- 
ance dealers, 200 electrical contractors, 
192 key people in Rochester Gas & 
Electric, 20 mortgagors, and 30 school 
principals. Mr. Canfield also presented 
the program details to a group of util- 
ity sales people and meter readers. 


No Binding Screws Used 
On New Wiring Device 

A new method of making electrical 
connections on flush-mounted outlets 
and switches that entirely eliminates 
binding screws has been introduced by 
the General Electric Company. When 
installed, the wall switches and outlets 
incorporating this development look 
very much like the conventional de- 
vices. Internal pressure lock terminals 
take the place of binding screws. 

The new device is wired by pushing 
the stripped conductor leads into the 
terminal holes located in the back of 
the device. A pressure lock inside the 
device holds the entire stripped length 
of the wire lead against a contact plate 
with a grip that will withstand a pull- 
out test of over 75 pounds for No. 14 

(Continued on page 133) 





; ak 


CHARLES G. PYLE, executive director of the National Association of Elec- 


necessity of entering any dark area to 
The Halperin 
model home was also designed for il- 


trical Distributors (seated third from left) was honored on his tenth anni- 
versary at a luncheon given recently in New York by George F. Hessler, 
N.A.E.D. president, and vice president, Graybar Electric Co., Inc., for mem- 
bers of the Executive Committee and others. Seated (left to right) are 
John Newton, Holyoke, Mass., and John Busey, New York, both past presi- 
dents; Mr. Pyle and Mr. Hessler; E. B. Ingraham, New York; Lyle Fife, De- 
troit and W. G. Peirce, Jr., Philadelphia, also past presidents. Standing are 
Kendall B. DeBevoise and John J. Campbell, Breed, Abbott and Morgan, 
N.A.E.D. counsel; L. E. Barrett, St. Louis, R. M. Johannesen, Greensboro, N. 
September. The benefits of increased C., Titus B Schmid, Dubuque and John F. Myers, New York, members of 

: the Executive Committee; Alfred Byers, executive secretary; Albert Pfaltz, 
appliance sales was explained in a spe- public relations and Paul Mangan, convention manager of the association. 
cial dealer bulletin. Adequate Wiring Mr. Pyle received a book of congratulatory letters and a silver service 


reach a light switch 
lumination sufficient to safeguard eye- 
sight 

The announcement of the model 
home opening and the promotion plans 
was made to individual groups last 
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{ Wit Hels 


PROCE Ss Afr 


1,570,000 


to help you sell ELECTRUNITE E.M.T. 
in 1953 


Contractors, architects, and maintenance elec- 
tricians will again be told and told and told by 
1,570,000 printed messages in 8 leading busi- 
ness magazines all the advantages of Republic 
ELECTRUNITE E.M.T,.... 
exclusive “Inch-Marked’” lengths, 
exclusive inside-knurled surfaces, 
first preference in nation-wide brand- 
preference surveys, 
complete bending instructions, 
exclusive ““Dekoron-Coated’’"® E. M.T. for 
extra-corrosive spots. 
Your salesmen and your countermen can get 
powerful extra sell from the story of Republic 
ELECTRUNITE E.M.T. and “Dekoron-Coated’™ 
E.M.T. which we are telling to your customers 
and prospects in 1953. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION 
215 EAST 131st STREET 7 CLEVELAND 8, OHIO 
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With 
TRUMBULL TQL 
CIRCUIT BREAKERS 






You Sell 
High Standard of Protection 









if 
y} 


\ io 
c 
gas 


a 






Trumbull TQL Breakers in six standard ratings 
(10 through 50 amp.) are all made to one standard 
set of dimensions—physically interchangeable not 
only in Trumbull Load Centers and Panelboards 
but dimensions of these breakers have been adopted 


by leading manufacturers. Here’s a real contribu- 


Quick Facts 


Quick-make, Quick-break 


© Trip indicating, trip free 
handle, with stamped rating 


Positive arc-quenching and extended exhaust chamber 
Tamperproof, sealed factory calibration 
Double pole operation with handle extensions 


Underwriters’ Laboratories Approved for feeding 
through line or load terminal 


Ratings: 10, 15, 20, 30, 40 and 50 amp., 120 volt 
A.C.,. single pole 


Interrupting ratings: 5000 amp., 120 volt A.C., single 
pole; 120/240 volt A.C., double pole 


Size: 2-27/32 x 31/32 x 2-15/16 (over handle) 






You Stock 
One Standard Size 





tion to simplifying your stocking problems plus 
convenience and time saving for the electrician, 
and permanent benefits to the owner. 

Trumbull also sets the quality and safety standard 
with a thermal-magnetic trip for positive protec- 
tion against both shorts and sustained overloads. 
Compact and easy to install—designed and built to 
last a lifetime. Let your Trumbull representative 
give you the full facts and show your sales force 
how to make the most of the tremendous sales 
opportunities in Trumbull TQL Breakers. Or write 
direct for TEB-12. 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





News Notes 


From N.A.E. D. 


PLANNING COMMITTEE HEARS 
McGRAW-HILL EDITORS 


NAED’s Planning Committee were 
guests of the McGraw-Hill Publishing 
Co. at its offices in New York on De- 
cember 4, 1952 for what has become 
a traditional annual conference with 
the editors of a number of McGraw 
Hill’s widely-read trade papers 

Executive Director Charles G. Pyle 
servéd as the committee’s chairman in 
place of the regular chairman, Herbert 
Metz, who was’ on business to the 
West Coast. ELECTRICAL WHOLESAL- 
ING’S editor, Arthur “Hooper, very 
capably acted as moderator during the 
lengthy discussion period which fol- 
lowed luncheon. 

In addition to Dexter M. Keezer, 
director of economics for McGraw- 
Hill, the following editors addressed 
the meeting, offering their views as to 
the business outlook in their special 
fields in 1953: 

Fischer Black, editor, Electrical 
W orld; Robert H. Wood, editor, Avia 
tion Week; Elmer Tangerman, execu- 
tive editor, American Machinist; 
Richard C. Scott, N. Y. editor, Textile 
W orld; Sidney D. Kirkpatrick, editorial 
director, Chemical Engineering; Harry 
L. Waddell, editor, Factory; Joseph W. 
St. Andre, electrical editor, Factory; 
Frank K. Lawler, editor, Food Engi- 
neering; Waldo G. Bowman, editor, 
Engineering News-Record; Robert H. 
Ramsey, editor, Engineering & Min 
ing Journal; Philip W. Swain, editor, 
Power; Kenneth Kramer, executive edi- 
tor, Business Week; William W. Mac- 
Donald, executive editor, Electronics; 
Laurence Wray, editor, Electrical 
Merchandising; William T. Stuart, edi- 
tor, Electrical Construction & Maitnte- 
nance. 

These individual presentations, and 
the discussion which followed them, 
were most informative. They all pretty 
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By Alfred Byers 


Executive Secretary 


National 


well added up to the fact that, elec- 
trically, 1953 will be another high 
volume year. This appeared to be the 
consensus for the construction as well 
as the consumer goods field. 

A comprehensive report, including 
the remarks of each editor, has been 
furnished all NAED members. Many 
of them say that the “December Plan 
ning Committee Report” has become 
a document they look for eagerly each 
year because its contents is a valuable 
guide in their own planning 


"WE BOUGHT SELF-RELIANCE" — 
PYLE 


In a personal letter to NAED mem- 
bers last month, Mr. Pyle reported his 
impressions of the effects on this in- 
dustry of General Eisenhower's recent 
historic “When elected 
Eisenhower,” he said, “we bought self- 
in other words, we now have 


election. we 
reliance— 
to depend on ourselves.” 

He continued: “His victory 
ushered in a new day. It dawns full of 
promise and brings with it a climate 
to be 
temperate than during the 20-year era 
this election has ended. Present signs 
point to the four years ahead as a 
period of encouragement for our free 
enterprise system. Business can expect 
its future. Business 
should itself with 
and patience. Miracles will not be 
performed by the incoming administra- 
tion.” 


has 


which business will find more 


a voice in 


conduct tolerance 


“The present,” he added, “it seems 
to me is a time for sober reflection by 
us all. The turn of events, politically, 
provides us with opportunities to con- 
tribute our knowledge and experience 
in the distributive field for the benefit 
of our entire economy. We should not 
seek selfish temporary advantage. To 
do so would be shortsighted in the 
extreme.” 


Association of Electrical 


Distributors 


Mr 


about 


Pyle 
NAED 


distributor in 


included a paragraph 
should 
industry 

alike. He 


We intend to do everything we 


which reassure 


every the 
member or non-member 
said, 
can to acquaint the new officials of the 
bureaus and agencies at Washington 
any way with 


assistance NAED 


government in 


who are concerned in 


this industry, of the 


has rendered to our 


We 


ROVE ronment 


past emergencies shall renew in 


vitations to agencies to 


avail themselves of our experience in 


their consideration ot the cnormous 
problems to be solved. This is 


tor 
government, our people and our in 


an Op 


portunity greater service to our 


dustry to which we are looking for 


When 


asked to serve in this venture we urge 


ward eagerly any of you are 


you to cooperate 
Mr 
all of 


world 


What is good for America, 
Pyle concluded, 
U. S 


is good for us 


and the whole free 


PYLE BULLISH ON ‘53 


Looking ahead into the new year, 
NAED’'s 


letter to members, “I 


excutive director said in a 


recent believe 


1953 business will be as good as 1952 

for the electrical distributing industry 
barring, of course, any all-out mili 

tary effort. The experts feel that busi 

ness in general will slide off in the 

latter part of the year 

belief,” 


Pyle, “that, in our industry, by exer- 


However, it is my said 


a higher degree of salesman- 
New 


products coming into our industry may 


cising 
ship, this can be  forestalled. 
well off-set any possible decline in 
volume; and, in fact may easily be the 
means of 1953 
gain 1952 

“Remember,” he reminded the mem- 


showing a moderate 


over 


bership, “the electrical industry, rela- 
tively speaking, is still in its infancy 
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NEW PRODUCTS 


MAGNETIC MOTOR STARTERS_— 


The Arrow-Hart & Hegeman Elec- 
tric Co., 103 Hawthorn St., Hartford 
6, Conn. 

Small in size and lightweight magnetic 
motor starters are a new addition to the 
line of right angle motor controls. The 
starters feature vertical overloads be- 
low the contactor. They are designed 
especially for use with an explosion- 
proof housing. Manufacturer claims the 
initial costs are reduced because the 
units require small condulets and that 
two men can readily hang even the 
largest size. 


INDUSTRIAL LUMINAIRE 


Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 

Styled for heavy industrial use, the 
luminaire is designed for two slimline 
lamps of 38, 58 or 75-watts each. Back 
to back spacing is provided and adjust- 
able slide action hangers are available 
The unit uses the new lead-lag slimline 
ballast. 


MULTI-OUTLET SYSTEM 
The Wiremold Co., Hartford, Conn. 


Multiple electrical convenience outlets 
are provided in a continuous run, a 
double outlet every 30 inches, closer 


spacings available where needed. The 
assembly consists of a steel raceway 
base and a steel raceway cover which 
is holecut to receive the pre-wired re- 
ceptacles. Receptacles are snapped into 
the cover, and then the cover, with the 
receptacles all inserted, is snapped into 
the base. The system is pre-wired in 
50 foot lengths. 


GRIPS 


BullDog Electric Products Co., De- 
troit 32, Mich. 


Silver-coated wire grips will be mar- 
keted in only five sizes covering all 
wire sizes from No. 14 wire to 1,000,- 
000 c.m. cable. The two largest cold 
forged wire grips are equipped with 
“saddles” that fit the curvature of the 
cable. Manufacturer claims that this 
design assures good contact over the 
entire circumference of the conductor. 








MOTOR CONTROLS 
Crouse-Hinds Co., Syracuse 1, N. Y. 


Explosion-proof line starters and cir- 
cuit breaker enclosures have built-in 
pushbutton stations and __ selector 
switches. The units are available in all 
sizes of line starters and combinations 
up to size 4, and for circuit breakers 
alone up to 600 amperes. Threaded 
joint construction is designed for cor- 
rosion protection, ease of maintenance, 
inspection and safety. 





| 
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ONE Screw Holds 
BOTH Cable and Cap... 


and cuts your installed costs when you use 
#321...90° T&B Tite-Bite Connectors* 


One twist— it's open 

Slip off cap & insert cable 
Slip cap on & tighten screw 
... that's alll! 


Think of the time and money this 

new #321 Tite-Bite Connector will save 
on your wiring jobs. Only one screw! 
Twist .. . it’s open—twist . . . it’s 
closed—tight! Because this one 
single-turn screw holds both cap 

and cable, you do a faster, 

neater job every time. 


“Tite-Bite’”’ comes as a 
single unit . . . no loose parts 
to drop. Patented hook con- 
struction, case-hardened steel 
locknut and double thick 
bushing give you safe, sure, 
trouble-free installation 
every time. . . for all time! 
So insist on #321 Tite-Bite 
Connectors—the new one- 
screw connector that 

cuts your installed costs 
lower than ever before. 


ENGINEERED RIGHT... 
DISTRIBUTED RIGHT? 


Tite-Bite Connectors are typical of the many 

T & B quality fittings recently re-designed to give 
you outstanding performance at lowest installed 
costs. Like all T & B fittings, they’re furnished 
under the T & B Plan 100% through your local 

T & B distributor. 


ENGINEERED 


® potented 


Remember, you always cut your installed costs by using T & B fittings . . . and by securing them 
through your local T & B distributor. 


THE THOMAS & BETTS CO. 


INCORPORATED 


20 Butler Street, A alee 


Elizabeth 1, New Jersey 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1899 
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HELP YOUR CONTRACTOR CUSTOMERS 
WIN CASH PRIZES AND RECOGNITION 


ELECTRICAL 
CONSTRUCTION 


ny 


MOUNTS Lighting Competition 


lor Electrical Contractors 


$1050 in awards for the best lighting installations 
initiated, sold and installed by electrical contractors 


Types of Eligible Installations: 


Any of the following completed between January 1, 1952 
and August 1, 1953. 

1. Stores — all interior sales areas. 

2. Schools and Offices — classrooms, private and general 
offices, drafting rooms, etc. 

Industrial—factories, warehouses, yard lighting, pro- 
tective lighting, etc. 

4. Residential — entire house or any parts thereof, in- 
cluding exterior and garden lighting. 

Floodlighting — monumental, recreational, spectacu- 
lar, etc. 

Miscellaneous — banks, museums, libraries, hospi- 
tals, etc. 

Who May Compete: 
Any individual who is either the owner or full-time em- 
ployee of a regularly established electrical contracting 
firm. 

Rules For Eligibility: 

(1) Lighting installation must have been initiated 
by the electrical contractor or by a full-time employee 
of his firm. 

(2) Lighting installation must have been completed 
between January 1, 1952 and August 1, 1953. 

(3) Entry must be submitted in Official Competition 
Folder with Official Competition Certification Form, 
and postmarked not later than midnight August 1, 1953. 


Awards: 18 Prizes in all: 
6 First Awards 
Each $100 in cash, an Award Certificate, publication 


of winning installation in ELectricAL ConsTRUCTION 
AND MAINTENANCE and 500 reprints of published instal- 
lation for winner's local sales promotion. 


6 Second Awards 
kach $50 in cash, an Award Certificate, publication 
of winning installation in ELectricAL CONSTRUCTION 
AND MAINTENANCE and 500 reprints of published instal- 
lation for winner’s local sales promotion. 


» Third Awards 
kach $25 in cash, an Award Certificate, publication 
of winning installation in ELectricat CoNsTRUCTION 
AND MAINTENANCE and 500 reprints of published instal- 
lation for winner's local sales promotion. 


How You Can Help Your Customers: 

Review those lighting installations either completed 
or underway, which were initiated, sold and installed by 
your electrical contractor customers. Send for Compe- 
tition Rules and encourage them to enter the Com- 
petition. 


What This Competition Means To You: 

Because the two-fold purpose of this Competition is 
to provide recognition for the sales initiative and appli- 
cation of modern lighting technology by electrical con- 
tractors, and stimulate interest in the expanding oppor- 
tunities for lighting, the Competition will create more 
opporunities for you to sell high quality—and profitable 
— lighting equipment. 


Use this coupon to order Competition Rules Brochure 


! Lighting Competition Chairman 


ELECTRICAL 


Electrical Construction and Maintenance 
j 330 West 42nd Street 
| New York 36, New York 


! Dear Sir: 
I want to help promote the Lighting Competition For Electrical 
free copies of the Official 


CONSTRUCTION carr 
AND MAINTENANCE |-—— 


Company 
A McGraw-Hill Publication 


ae P : Address 
330 West 42nd Street 


New York 36, N. Y. City 


Contractors. Please send me 
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OIL BURNER IGNITION CABLE 


TELEPHONE WIRE 


FIXTURE WIRE 
OFFICE and BELL WIRES 


no SIGN oo 


WP 


says= 


Our new catalog is a complete guide to 
plastic insulated wire and cable for every 
purpose. Write for a copy of this impor 
tant data compilation for your files today. 


es 


Nees 
>=" — 
_ 


—— 


a 


Laon inatg 


More and more—engineers, 
designers, production men and 
p'irchasing officials have come to 
regard Plasticord and Plasticote 
Wires and Cables by Chester as 
the standard of comparison. This 
is because every inch of these 
dependable insulated conductors 
is made to conform to exacting 
quality controls that assure long 
service life, and performance as 
specified by the factory. That’s 
the reason electrical men, every- 
where, look for the Chester 
trademark when they’re looking 
for the best! 


CHESTER casi 


Cues: 1k 2. UN OE Ww 
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MOLDED-ON 
ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “S” 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


@ for POWER TOOLS 


2 LAWN MOWERS 





@ HEDGE CLIPPERS 








@ rLoon Pouisuers 





& MACHINES, etc. 





‘“‘“POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 
Lengths from 10 to 100 feet 
.. . only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
filly Ul hated! 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Manufacturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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(Continued from page 124) 


awg. wire. Equally firm, positive elec- | Get all these of [TF ster Light 

trical and mechanical lections are 

didinad with No. 10 and No. 12 an Combinations, A ND UL 4 
Fully insulated connections are to- with just a few S ¢ anda | 


tally enclosed in the device housing. 

There are no exposed copper wires or ° t 
exposed terminals. If necessary, wires | PNUES TT Parts . 
can be released from the terminals by 

pressing a small screwdriver into “re- 

lease” slots. The devices are designed 


CLU-5 
Splice ’ 
Box 


“FLOATING SOCKET” 
Lamp Holder 


Six tapped holes, 2 plugged. Self- 
centering hole in built-up post for 


Pat. applied for easy screw insertion 


Cutaway view of 150 watt lamp- : CLUA-21 
holder. Accommodates physical ” 
variations in lamp —assures posi- » : 2 ‘Pole 
tive contact—eliminates breakage. as Fitter 
Slip fit adapt- 
er for 2” pipe, 
with set screw 
and 4” close 
nipple. 


cLua-3 Jerminal Box 


G.E.’s new wiring device For apright 


CcLU-7 Splice Box orhorizontal _ 
; fe > position,one, § 
to fit standard outlet boxes and to take Body with 7 drilled holes, 5 in top apo, 8 
standard wall plates. The outlet is rated and 2 plugged in back. oe lamps. 


15 amp., 125 volts and 10 amp., 250 
volts; the switch is T-rated 10 amp., 
125 volts and 5 amp., 250 volts 

This pressure lock method of termi- 
nation was developed under the 
leadership of G. B. Benander, man- 
aging engineer. In addition to tests 
of strength and durability conducted 
by Underwriters Laboratories, Inc., 
and by General Electric, tests of wired 
samples of the new devices have 
passed the corrosion, vibration and 
thermo-cycle tests usually specified only 
for aircraft electrical connectors. Ben- 
ander’s new method of termination 
will be designed into a complete line 
of wiring devices in addition to the 





outlet and switch announced 


S. E. Wholesalers Hold 
Third “Industry Day” 


ATLANTA, GA.—The third “In- 
dustry Day” of the Southeastern Elec- 
trical Wholesalers Association was 
held January 15 and 16 at the Bilr- The Austin cluster light system gives 


more Hotel. Wholesalers, contractors ow pe parts a peg ae cost, 
: as 1 emciency an easy installation. Sa 
and suppliers joined in discussions An parts of » he cumeenel ae The UE Austin Company 
» rus 


concerning their mutual problems. num alloy. NORTHBROOK, ILLINOIS 


SEWA President J. B. Carson  WWpjte for Information and Prices 
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opened the two day meeting with a 


report On association activities during 


the past year. Panel discussions were 
held on such commodities as wire and 
indus- 
motor 


panel- 


cable, wiring devices, conduit, 


trial and commercial lighting, 


controls and boxes, switches, 
boards and fittings 
Highlights of the two day meeting 
were talks by industry leaders on sub- 
jects of importance to all branches of 


industry. F. H. Roby, 
vice president of the Square D Com 


the elec tric al 


pany, discussed the market situation 


The price menace was covered by 
George B. Roscoe, 
relations of NECA 

Arthur W. Hooper, editor of ELE« 
PRICAL WHOLESALING, 
dustry prospects in his speech, “Let's 


Talk Business.” H. E. P. Clifford, sec 


director of public 


analyzed in 


retary of The Securities Company, 
Kingsport, Tenn., followed Mr. Hooper 
with a talk on “The Golden Rule is 
Good Business.’ 

Officers of the Southeastern Elec- 
trical Wholesalers Association for 
1953 are: President, W. H. Butt, 
president of Butt’s Electrical Supply 
Company, Charleston, $. C.; Executive 
Vice President, M. L. Tice; Vice Pres- 
ident, Cecil J. Matthews, president of 
the Matthews Electric Supply Com- 
pany, Birmingham, Ala.; and Treas- 
urer, Fred H. Dendy, Sr., president of 
Electrical Wholesalers, Inc., Atlanta 

SEWA officers for 1952 were: 
ident, J. B. Carson, president of the 
Kingsport Electric Company, Kings- 
port, Tenn; Executive Vice President 
M. L. Tice; Vice President, Paul Ram- 
sey; and Treasurer, Fred H. Dendy, Sr 


Pres- 





FLYING TICERS were 
in order to effect delivery of 
those customers who had a 


as the airborne shipment is unloaded 


called in by Reliable Electric Supply Co., 

Thermador built-in electric range units for 
Thanksgiving Day deadline to meet 
Krug (left) of Reliable and Tom Linter, 


Newark, N. J., 


Norman 


Thermador representative, look on 





ONT.—In his in- 
man 


TORONTO, 
exorable march of 
was bound to discover a means of 
putting out a cat by electricity. Out 
of the door at night we mean! 

A Toronto man, reports Elec- 
trical World, McGraw-Hill publi- 
cation, has trained his cat to step 
that starts a motor 
“cat-sized door” that 
This use 
of power, it is reported, was dis- 
covered by .he Ontario Hydro-Elec 
tric Commission in the course of 
converting southern Ontario from 
one cycle to another. Nothing, we 


progress 


on a treadle 
that opens a 


lets his feline friend out. 





Who Puts The Old Man Out? 


are gratified to hear, was said about 
the progress made on putting tne 
old man out at night! 

Another enterprising Canadian 
fixed his doorbell so that it rotated 
fans, located under the floor of each 
room in his house, thereby setting 
up a vibration which enabled his 
deaf wife to “hear.” 

Now it can be assumed that in 
some remote laboratory, work is 
secretly, steadily progressing on the 
sure-fire electric mouse trap, the 
electric can-opener and other sim- 
ilar steps in the never ending march 
of progress. 








about... 


the many 
STANDARD and CUSTOM 
BOXES by HOPE 


Your customers are reading the 
ad on the opposite page— 

in Electrical Construction & 
Maintenance, Electrical World, 
Electrical South and Electrical 
West. 


We're showing them the wide 
range of types, sizes and custom 
variations—and we're telling 
them to come to you. 
Our well illustrated catalog 
shows your customers how to 
specify—and to order from 
you—their cast box require- 
ments in all these fields of 
application: 
New Construction 
Changeover and Expansion 
Apparatus Enclosures 
Hazardous Locations 
Are you missing a bet by not 
fully knowing and selling the 
possibilities of this complete line 
of non-stocking profit makers? 
Remember, you're protected by 
our 100% wholesaler policy. 
Just let me know if you need 
our catalog. 


of E- Cicwnaghe bis tf. 


HOPE 


ELECTRICAL PRODUCTS CO., INC 


338 Wilson Avenve 
Newark 5, N. J Mitchell 2-4426 
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-..CAST BOXES’ BY HOPE 


' STANDARD TYPES & SIZES 


UNFLANGED BOXES 
H1200 Type 


164 sizes 
from 4x 2x20 48x 36x17 


FLAT FLANGED BOXES 
H8000 Type 


87 sizes 
from 4x4x3 to 36x 36x12 


HINGED COVER BOXES 
43200 Type 


128 sizes 
from $x 5x3 to 36x 36x 12 


FLANGED RECESSED COVER BOXES 
H7000 Type 
51 sizes 
from 4x4x3 to 30x 24x12 


CHECKERED COVER SIDEWALK BOXES 
H5800 Type 
53 sizes 
from 6x6 x4 10 36x24x 14 


STANDARD BOXES are of strong, dense cast iron—hot dip galvanized for long 
service and attractive app Weatherproof construction—rubber-gasketed 
closure prevents entry of tain, snow, sleet or dust under normal conditions. 





ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Avenue, Newark 5,N.J., Mitchell 2-442 
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CUSTOM VARIATIONS 


You can specify any of these modifications in standard BOXES by HOPE 
have them factory-made at moderate cost-and get prompt delivery. 


DRILLING— 
or drilling and tapping— 
of conduit entrances 


BOSSES — 
to provide extra thickness 
for five-thread conduit entrances, 
Drilled and tapped to specification 
if desired 


SPECIAL GASKETS — 
Neoprene for fungus resistance in hot, 
humid climates * pure gum for extreme sofft- 
ness and resistance to special acids * 
Veliumoid for resistance to oils and fats * 
graphite-free compressed asbestos 
for installation near boilers or sjeam pipes 


MOUNTING LUGS— 
drilled for any desired 
bolt size 


INTERIOR MOUNTING BUTTONS — 
—tapped blind 


» ~ 
fo specified centers SS 


AND ... you can order these custom modifications, as well as 
standard BOXES by HOPE, conveniently and quickly, through 
your local electrical distributor. 


* OUTLET BOXES AND FITTINGS + JUNCTION AND PULL BOXES «+ 
HINGED CABINETS * TERMINAL BOXES * EXPLOSION HOUSINGS 











EXPLOSION HOUSINGS BY HOPE 


have been extensively used in Class 1, Groups C and 
D hazardous locations, such as chemical, petroleum 


and powder plants, pump rooms and paint plants. 


GET THE FULL STORY ON BOXES BY HOPE — 
WRITE ON COMPANY LETTERHEAD FOR CATALOG 
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LAG SCREW EXPANSION SHIELD 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 
stmt 


O-E EXPANSION SHIELD 


ARRO 


MACHINE SCREW ANCHOR 


y 


STUD BOLT ANCHOR 
LEAD SCREW ANCHOR 
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MAL-LEAD BOLT ANCHOR 
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ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


ARROFLIUTE CARBIDE MASONRY DRILL 


TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


a, 
1 , 
SPRING HEAD 
STEEL TOGGLE BOLT 


» RIVETED HEAD 


TOGGLE BOLT 


CO =<) 


LITTLE MAJOR TURNBUCKLE 


—=———<> 


FOUR-POINT HAND STAR DRILL 


S———EE ———_—_> 


THREE-POINT ORILL POINT 


———=_—_— 


FOUR-POINT DRILL POINT 


SE | 


TWIST DRILL POINT 


c RUBBERGRIP 


DRILL POINT HOLDER 


ARRO EXPANSION BOLT CO. - MARION, OHIO 


Sold through dislitutors Only 


EE YOUR INDUSTRIAL DISTRIBUTOR—HE PROVIDES QUALITY DISTRIBUTION AT THE LOWEST POSSIBLE COST 





Came the Revolution 
(Continued from page 73) 





services, chiefly due to controls 


Medical attention is not rated high 

when people are spending their ex- 
panding incomes. The increase in per 
capita income is also a boom to mem- 
bership in labor unions. Startling 
though, the biggest increase in spend- 
ing is on such things as sight-seeing, 
horse and dog tracks, etc. It is well to 
note that certain kinds of goods or 
services have not fared well. The 
spending on second-hand furniture, 
monuments and tombstones and on the 
legitimate theatre has fallen far behind 
the increase in income. 
e Savings—Most people save more 
with rising incomes. Savings may in- 
clude liquid assets like cash, bank de- 
posits, savings accounts, government 
bonds, life insurance. In 1940 people 
saved $4 billion; in 1951 they saved 
$13 billion. Even though the value of 
money has changed during this period, 
if it is taken into account and con- 
verted into 1951 dollars, savings are 
found to have grown from $7! billion 
in 1940 to $13 billion in 1951, a fairly 
sizable increase 

The largest portion of total savings 
is held by high income families. But 
surveys on consumer finances con- 
ducted by the Federal Reserve Board 
show that the ownership of savings oc- 
curs with surprising frequency through 
all income brackets. Not only do the 
low income groups own as high a pro 
portion of liquid assets in relation to 
their income, they also have done a 
better job maintaining these liquid 
assets 
e Effects of Equalization—There are 
few people in the extremely high or 
extremely low income groups. The 
middle income group is preponderant 
There is a tendency for the per cent of 
savings of high income groups to in- 
crease in depression and decrease dur- 
ing prosperity. This is exactly opposite 
to what happens in the middle income 
group. Since living expenses take a 
large portion of their incomes, they are 
forced to save less at even a small de- 
cline in income. This means that in 
the future there will be relatively more 
savings during booms and less in de- 
pression. 

This amassing of liquid assets has 
the effect of reducing the level of buy- 
ing below the level of production. This 
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is less likely to happen in the future 
The middle income group savings will 
diminish sharply — keeping current 
buying more in line with production 
and adding to the stability of the 
economy 
e Effect on Business—The full ef- 
fect of income redistribution on busi- 
ness firms may well be so great that it 
will not be understood for years to 
come. Business firms have a mass mar- 
ket for many more goods and services 
This means higher volume of sales and 
more variety of goods in demand. This 
in turn may mean greater business 
diversification, as well as greater size. 
The types of goods, judging by pres- 
ent consumer standards, that are likely 
to sell best are foods that upgrade the 
family diet, labor-saving equipment 
around the home and services which 
provide recreation and amusement. 
The need for machines and metals 
to manufacture more durable goods 
will be stepped up, as well as energy 
and fuels to keep them operating. As 
people have more income, as well as 
more equal income, the quality differ- 
ence between products will be less. 
The new growth in commercial or- 
ganization is likely to be in new geo- 
graphic areas. A vast new market has 
been created in the South and West. 
New York and Chicago, as well as 
other large cities in the Atlantic-Great 
Lake belt, can expect to give way in 
the proportion of commercial and in- 
dustrial activity to the South and West. 
Business must strengthen and re- 
double its productivity efforts by in- 
stalling new machines and techniques, 
if growth of incomes is not to slow 
down. Higher incomes mean greater 
incentives. Therefore, most people 
have higher incentives than before. For 
every 7 people whose income is trans 
ferred and have lessened incentives 
there are 93 people who have greater 
incentives. 
e Conclusion—The income progress 
of America depends on driving up the 
output per man hour faster and more 
steadily than ever before. This requires 
the skill and imagination of business 
management, with the full cooperation 
of engineers and labor. It can only be 
done by improving techniques and 
equipment more rapidly than in the 
past. Such progress will be possible if 
more vigorous research is carried forth 
to raise productivity, if all business is 
more alert in the installation of cost- 
saving equipment and if stronger in- 
centives are devised to do away with 
the old for the better. 
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No. DE-13 


FOR EXTRA 
ECONOMY on any job! 


AVAILABLE IN 4 SIZES: 


No. 0 No. 3 
MIDGET SMALL 





————— _s4 


toy. MIGHTY! 


DF* WIRE 
CONNECTORS 
* MONEY! 


° TIME! 
* TROUBLE! 


Scientifically designed to accommodate more wires in less space, DE* Wire 
Connectors perform wire-connection miracles! No tape . . . no solder no tools. 
Just a twist of the finger guarantees a pull-proof, vibration-proof, weather-proof 
wire connection every time! There's a UL-listed DE* Connector “custom made” 
for every job... large or small... a wider variety than any other line! 


BAKELITE CONNECTORS _ tietico: cone 


Spring Type) 
A WIRIN 
SMALL-—Capacity FOR STANDARD G JOBS 
2, 3 or 4 218 Solid; 
or 3 #18 Stranded 
. DE-14 
STANDARD-—Capacity: 


4 216 Solid; 
or 3 #14 Solid 
. MA-1-SI 


INTERMEDIATE 
Capacity: 2 or 3 #12 Solid: 
or 4 £14 Solid 


. DE-16 
LARGE -—Capacity 


3 #10 Solid; or 4 #12 Solid No. DE-16 


No, DE-13 No. DE-14 No. MA-1-S! 


(Bra Set Screw Type) 


BAKELITE 
CONNECTORS 


FOR HEAVY WIRING JOBS 


No. MA-1 
Capacity 
2, 3 or 4 218 Solid; 
2 or 3 #14 Solid; 
2 #12 Solid 
No. MA-2 
Capacity 
2 #10 Solid; 
3 or 4 212 Solid; 
5 or 6 214 Solid 


PORCELAIN 
& CONNECTORS 


(Molded Thread) 


No. 4 No. 6 
STANDARD LARGE 


Capacity range: From 2 or 3 No. 18 
solid or stranded to 3 No. 14 solid or 2 
No. 12 solid or stranded. 


*DE...DOUBLE ENGINEERED: 
INSIDE for safety...permanence...maximum holding strength 
OUTSIDE for easy finger grip...neatness...super compactness 


IMMEDIATE DELIVERY FROM STOCK 


For FREE samples . . . plus catalog sheets and price lists 
request on company letterhead to Dept. EW1, AL 4-4060 


VW UVA A Od Wd (ORY 
ey 7 ee 


mc. / 


677 Broadway New York 12, N. Y. 














Push Button Billing 
COLLYER offers you the complete line of (Continued from page 119) 





wires and cables —all built to rigorous 


quality standards — all designed to give i way compromises with his own ideas. 
The reward for persistence and self- 


confidence came in the spring of 1950 
Collyer the next time you need wires and \ when V. Morris, of the IBM office, 


cables. Write Collyer Insulated Wire Co., \ phoned Davis and invited him to see 
a machine that was just being an- 


nounced by his company. The machine 
had been developed in conjunction 
with an automobile manufacturer in 


top service on the job. Why not call on 


245 Roosevelt Avenue, Pawtucket, R. |. 


order to cope with his nation-wide 
parts problem and it seemed adaptable 
to the electric trade application. 

The order was placed that spring 
Then followed the detailed planning of 
the operation and the actual work of 
making a machine do a thinking job 
By March, 1951, the installation had 


j started and in April it took over the 
full billing job for B. Davis Co. 
} | The machine operation quickly 


sliced into the distributor's billing 
backlog and in a short time the prob- 
lem no longer existed. At what cost? 
The weekly wages of one unskilled 
clerk. Davis trained an operator in two 


| is 
RUBBER INSULATED ; : 
BUILDING WIRE : months to work with the machine and 
; perform a job that formerly took at 
: least two years of training. This young 
lady and her machine can outperform 
aN a battery of price clerks and typists 
. ' with regularity and accuracy. 


SS 
Cy 


% 


ey 


TYPE TW 
SYNTHETIC RESIN 
INSULATED WIRE 


» 

















SERVICE | e New Procedure—Under the new 
ENTRANCE “mechanized” system, the counter man, 
CABLE as before, lays out the order making 

UNDERGROUND corrections or substitutions and hands 
CABLE the price-less order to Davis. He briefly 


: CABLEX : | numbers the items by code according 
(NON-METALLIC ’ 4 to the customer's category, and passes 
SHEATHED CABLE) | the order on to the comparatively un- 


TYPE RR 


Oy 


trained operator who handles the 
“wonder” machine 

Now, this girl has a selection of over 
9,000 business machine cards corre- 
sponding to each item carried by the 
distributor. On the card is the manu- 
facturer’s catalog number, a description 
of the merchandise, the list price, cost 
price, and so on. There is also a card 
for the name and address of each cus- 
romer. 

The operator, after pressing a button 
for price quotation selection and quan 
tity involved, drops the cards one by 
one into the machine. As though by 
magic, the machine types out an entire 
bill listing the vital information under 
the customer's name and address—and 
twice as fast as any human typist could 

Out comes a clean looking, neatly- 
typed, itemized bill plus three carbon 


Sooo 
PLL 
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copies. The first page is the invoice; 
second and third for packing and de- 
livery; and the fourth, as before, is the 
office checking copy. This last copy 
has an extra tab on it containing the 
market cost price to the distributor. It 
enables an unskilled office clerk to 
make quick comparisons with selling 
price and head off any embarrassing 
errors. This is just an extra and oft- 
times unnecessary precaution, however 

Under the present method, today’s 
invoice reaches the customer today 
with the merchandise. Occasionally the 
bill has been received in advance of 
the merchandise causing much good- 
natured ribbing of Davis. “The new 
system can easily handle bigger sales 
volumes and has improved customer 
relations tremendously,” he declares 
e Extra Benefits — Entrusting the 
complex and painstaking duties of 
price-quoting and billing to this “busi- 
ness brain” has paid many dividends to 
the company, some unexpectedly. 

Better use of skilled manpower leads 
to more efficient operation of the busi- 
ness. With a small extension, the ma- 
chine will soon be used for a planned 
perpetual inventory, with resulting 
benefits. Now it provides Davis with 
foolproof sales records and a more 
concise idea of his stock condition and 
its merchandising possibilities. If an 
item sells well, he can plan to stock 
it and push it through his salesmen 
with more promotional emphasis. If an 
item doesn’t go, he can transfer his or- 
dering to better sources if the particu- 
lar manufacturer is turning out a 
“lemon.” He can try other sources 
perhaps secure better lines. At any rate, 
he'll know where maximum selling 
effort pays off best. 

With another extension, the ma- 
chine will also be used for accurately 
computing salesmen’s commissions, 
rather than relying on unprofitable 
guesswork. More accurate knowledge 
of costs is an obvious advantage, and as 
Harold Davis says, “Fingertip knowl- 
edge like this leads to proper business 
practice and if widely adopted, I think 
it would eliminate some of the cut- 
throat pricing problems we wholesalers 
have to contend with today.” 

But Davis warns, “Don’t think that 
this system is all a bed of roses. With 
constant improvement and develop- 
ment it has become an invaluable tool 
and when all the kinks are worked out, 
this machine operation will be an im- 
portant step forward in the applica- 
tion of automatic operations to small 
business.” 
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~ Latrobe 


eilcYeldtelel I ugole (tla 


Improved 
Adjustable Watertight 


FLOOR BOXES 


All “Latrobe” Adjustable Water- 
tight Floor Boxes are now 
equipped with a positive bond 
which makes them completely 
fire proof and complies with the 
National Electrical Code. 


Latrobe products are easily and 
quickly installed. 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


ADJUSTABLE 
GANG FLOOR BOXES 
ey eee) 


NOZZtEs AND 
FLOOR Box 


A . . 4 
CCESSORIEs Fullman is equipped to design 


and furnish special requirements 
on short notice—send your blue- 
prints or rough sketches. 


INSULATOR 
SUPPORTS 


conou"’ 


NOD No. 252-R Two Gang 
pire A ERS 


Adjustable Floor Box 


Adjustable Boxes come in single 
—round or square bodies. Also in 
square type Single Gang, Two 
Gang, Three Gang and Four Gang 
Boxes. 


ARMORED 
CABLE SUPPORTS 


Sold only thru Wholesalers 
Write for illustrated 
Catalog 


STAPLES 


fish wire 


Pullman Manufacturing Co. 
1209-1215 JEFFERSON 


LATROBE, 


STREET 


PA. 





How to get more Troffer Lighting Business | CALENDAR OF EVENTS 


National Association of Home Builders 


Conrad Hilton Hotel 
Chicago, Ill 
January 18-22 
Plant Maintenance Show 
Public Auditorium 
Cleveland, Ohio 
January 19-22 
Int'l. Heating & Ventilating Exposition 


llth Meeting 
Moderately-priced, Quality Troffers available in over 90 different iv ye 
units (including matching spots) for Every Lighting Application! January 26-30 
i North Central Electrical Industries 

Electrical Industries Convention 
Nicollet Hotel 
Minneapolis, Minn 
March 8-11 

National Electrical Manufacturers Assn. 
Edgewater Beach Hotel 
Chicago, III. 
March 9-12 

Eighth Industrial Electrical Exposition 
Terrace Room 
Newark, N. J. 
March 10-13 

Edison Electric Institute 
Annual Sales Conference 
Chicago, Ill 
March 30-April 2 

Second Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Ill 
May 11-14 

National Fire Protection Association 
Edgewater Beach Hotel 
Chicago, Ill 

FLAT ALBA-LITE GLASS OR CORNING LENS May 11-15 


When you “sell Garcy”, you've got what the customer wants... at Fifth Nat'l. Materials Handling 

the price he wants to pay! And there’s no better way to clinch those Exposition 

worthwhile lighting jobs! Garcy fixtures are available in a variety to eae Hell 

satisfy virtually every lighting requirement; special installation features E hiladelphie, Pa 

enable them to go up quickly and easily; and Garcy quality assures May 18-22 | . 

lasting efficiency and trouble-free dependability. No matter how you Electrical Mfgr's. Representatives Assn. 


by! i ; s : ; - F of Michigan, Inc. 
figure it--the way to get more troffer lighting business is to sell Garcy! py og aN 


Detroit, Mich 

May 19-22 
Extension units (for contin- National Assn. of Electrical Distributors 
vous runs) have open wire- iSth Annual Convention 
way ends, simplifying wir- Conrad Hilton Hotel 
ing connections. Coupling | Chicago, Il 
plates provide simple, May 2. er 
dolt-together installation May 24-28 
ond assure straight-as-a- 


die-alignment. Lengths of Oklahoma’s EMSCO 


troffers are exact multiples 


of lamp lengths—fit easily §§ Occupies New Building 


into ceiling openings. 
@eeeeeeeeeeeeeeeeeeeeeeeee OKLAHOMA cist. OKLA. —— 
EMSCO Electric Supply Co., Inc., is 
Plaster frames have open- now conducting business from its new 
ings for attaching mount- building located at 1101 West Grand 


4 


dasha caddies om & Ave. (Grand and Western). The 
knockouts in tops of trof- structure was designed and built to 
fers. EMSCO’s specifications to provide 
/ : better and faster service. A loading 
Gy platform, 110 feet long, with off-street 
/ 2 parking faces the Grand St. side. An 
entrance to the city counter is located 
within a few feet. There is also an 
entrance on Western Ave. into large 
showrooms and offices. A larger ware- 


Check these features: 


Louver is punched and 
formed from one piece of 
metal. Louvers or glass 
frames hinge down or can 
be removed without tools. 


Matching square Spot-A- 

Lite units use Par-38 Spot 

or Flood Lamps. Univers- 

ally adjustable. Use be- ~ E&Y 
tween or at ends of troffers 7 

in runs. 


Write for Catalog No. 1-110 


GARDEN CITY PLATING & MFG. CO. 
1740 N. Ashland Ave. 
Chicago 22, Illinois 
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house has enabled the company to 
increase its stock of electrical supplies 
and lighting fixtures. 

D. A. Gipson is the new president 
and general manager of the firm, a 
position formerly held by O. H. EI- 
ledge, who is now treasurer in charge 
of credits, advertising and customer 
relations. Jack Floyd represents 
EMSCO in the Eastern section; Dub 
Wayland is salesman in certain sec- 
tions of Oklahoma City; Tom Cline 
is vice president and service manager 
and Wade Norton is warehouse super- 
intendent 

Two men, who have been in the 
Oklahoma electrical field for many 
years, recently joined the company. 
They are Lee Allen, city salesman and 
Barney Doughty, territorial salesman 
in the north and northwestern part of 
the state 


Wesco’s Moody Made New 
England District Manager 


BOSTON, MASS.—Burt F. Moody 
replaces E. V. Wetmore as New Eng 
land district manager for the Westing- 
house Electric Supply Co. Mr. Wet- 
more is retiring. 

Mr. Moody was New England dis 
trict sales manager for consumer 
products before his new appointment 
He joined Westinghouse Electric Corp 
in the Mansfield, Ohio, refrigeration 
sales offices in 1930. In 1934 Mr 
Moody transferred to the supply com 
pany as a merchandise manager in the 
Boston office. 

Mr. Moody, a native of Chelsea, 
Mass., has his headquarters in Boston 


Connections To Aluminum 
Conductors Studied 


NEW YORK, N. Y.—An extensive 
study of all phases of the problem of 
making connections to aluminum con- 
ductors has been initiated by the elec- 
tric power connector group, of the 
switchgear section, National Electrical 
Manufacturers Assn. 

Members, representing all principal 
electric power connector manufactur- 
ers, have started a review of available 
data and published information con- 
cerning the basic problems of material 
flow or creepage, surface protection 
and electrolysis. As rapidly as possible, 
an application guide will be prepared 
for use by the electric utility industry 

This proposed guide is designed to 
give the best possible recommenda- 
tions for suitable connectors, methods 
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Keil Dow... 


for you and your customers 


Made Right- 
Priced Right 


When your customer says tape, you can’t give him or yourself 
a better deal than to make sure he gets IDEAL Tape... 


The IDEAL name has stood for topmost quality for over 30 
years! Appearing on IDEAL Tapes, it means that these tapes 
meet or beat the highest quality standards of the most exacting 
users. And that means continuous sales and repeat business for 
you, 


The IDEAL Tape Line includes ALL 3—Friction Tape, Rubber 
Tape and Plastic Tape . . . in all opular sizes and all at popular 
prices. ALL GIVE YOU THE WELL-KNOWN AND GENER- 
OUS IDEAL PROFIT SPREAD! 


There’s no better time to deal yourself into this pay-off deal 
than now. Suggest IDEAL Tapes on every tape order. 


IDEAL INDUSTRIES, Inc. 
WP ok Avenue 7 


Sycamore, Illinoi 


s 





this Belt-Air Fan was quickly installed in 
for a very satisfactory ventilating job. 


2x48 
wall 


Framed in by 
an outside 


SIMPLE TO INSTALL! 
—And ALWAYS In Demand 





FANS 


Left, “Buffalo” 
a sturdy 


Breezo Fan, 
unit. 


Type “L" 
“package” exhaust 


“Buffalo” BELT-AIR FANS are always good sellers. Their square 
flanged panel with pressed knockouts means fast, cheap installa- 
tion, as shown above. Rugged construction throughout, too, means 
long life on the job. 24” to 48” sizes, up to 19,000 cfm., free air 
delivery. 

“Buffalo” TYPE “L’” BREEZO FANS give all the advantages of 
long life, easy servicing and simple installation of the Belt-Air— 
plus the convenience of the package unit. Fully assembled ready 
to install in exhausting from hoods and vats. Motor is isolated 
from moisture. 12” to 36” sizes, up to 7300 cfm., at 14” static. 
WRITE for details on the complete line. 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS Ll” BREEZO FANS NV’ BREEZO FANS 


of attachment to the conductor, pro- 
tection of the joints, etc., along with 
proposals for proper evaluation of fit 
The 


information will be compared with 


tings for aluminum conductors. 
suitable and time proven fittings for 


Cc ypper Cc ynduc tors 


Kuhn Elected To Myers 
Board of Directors 


ASHLAND, OHIO—Hesket H 
Kuhn, president of the Hardware and 
Supply Co., Akron, has been elected a 
member of the board of directors of 
The F. E. Myers & Brother Co., this 
city. Myers, which is in its 83rd year 
ot of 
leading manufacturers of water sys- 


operation, is one the nation’s 


tems, pumps, sprayers and water 


softeners. 
Mr. Kuhn fills a the 


board brought about by the death of 


vacancy on 


John C. Myers, former president and 


Hesket H. Kuhn 


chairman of the board. In addition to 
being president of The Hardware and 
Supply Co., Mr. Kuhn is a director of 
the First National Bank in Akron, the 
Akron Porcelain Co., the Ohio Injec- 
tor Co., in Wadsworth, a member of 
the advisory committee of the Carbo- 
rundum Co., in Niagara Falls, N. Y., 
and is past president and a member of 
the advisory board of the National 
Industrial Distributors Association 


Raybro Names Priday 
Lighting Manager 


TAMPA, FLA.— Gordon L. Priday 
is the manager of the newly formed 
lighting division of Raybro Electric 
Supplies, Inc. The company is expand- 
ing its activities in commercial, resi- 
dential and industrial lighting. 

Mr. Priday, a graduate of Case In- 
stitute of Technology, was with the 
lamp department of General Electric 
at Nela Park, Cleveland. He has been 
lighting specialist for Raybro at the 
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Jacksonville, Fla, branch for three 
years. 

W. T. Brown has been shifted from 
the Tampa branch to manager of the 
Miami branch. C. A. Fields has been 
transferred from St. Petersburg to 
Tampa and was succeeded by J. L. 
Hargrove, Jacksonville. George N. 
Jack is now branch manager at St. 
Petersburg. 


Balky TV Sets “Talk’”’ 
Once Heat Is Put On 


SAN ANTONIO, TEX. — Televi- 
sion serviceman James C. Houston ap- 
plies the heat to balky TV receivers 
that refuse to inform him of the cause 
of all the trouble. To help him locate 
the faulty part Houston uses a lady's 
home hair dryer. 

“Techni-Talk,” a G.E. tube depart- 
ment publication for TV servicemen, 
quotes Houston as reporting that many 
sets give trouble only when they reach 
a certain temperature. When the serv- 
iceman removes the television chassis 
from the cabinet to work on it, the set 
frequently does not warm up enough 
for the trouble to show. 

The ordinary home hair dryer, says 
Houston, enables him to apply the nec- 
essary heat to any individual part in 
the set to determine where the fault 
lies. 


Louisiana Distributor 
Changes Name 


NEW ORLEANS, LA. — Tillman 
Electric Supply, Inc., has filed articles 
with the office of the Louisiana secre- 
tary of state to change its name. 

In the future the company will be 
known as Tillman-Brown Electric 
Supply, Inc. 


Blackburn Develops New 
Friction Control Process 


ST. LOUIS, MO.—A new chemical 
process for increasing the mechanical 
efficiency of split-bolt connectors made 
of copper alloys has been developed by 
the Jasper Blackburn Corporation. The 
process consists of a series of chemical 
dip treatments that result in the for- 
mation of a _ microscopically thin, 
tightly adherent film which has ex- 
treme pressure lubricating character- 
istics plus excellent corrosion and oxi- 
dation resistance. 

The primary purpose of the new 
chemical treatment, according to 
Blackburn, is to increase the clamping 
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Another Shawmut First 











»+»MACHINE- Si PRINTED FUSES 


LU 
y 
yA Color coded 


shewn here { r band indicates 
j \ voltage rating 


Type ae Underwriters’ label 


Catalog number : \JA\™ F Ampere rating 
for reordering y amperage appeors 
/ : in three places 


PERMANENT FOOLPROOF IDENTIFICATION 


Pioneered by Chase-Shawmut, these modern, machine-printed cartridge 
fuses give real benefits to those handling them. Old-fashioned, gummed, 
paper labels are often obliterated or detached by moisture, humidity, dirt, 
chemical atmospheres, etc. Now, permanent, positive smooch-proof 
printing right on the fuse itself replaces these old-fashioned labels 
Voltage ratings, coded by bright Underwriter-approved colors, and am 
perage ratings printed in large boid type, have high visibility and are easy 
to identify on switch-board or shelf, even in dark places. User, contrac- 
tor and wholesaler alike will appreciate this advantage 

Shawmut’s 60 Ampere, Cartridge-Type, One-Time fuses are the first 
to carry the new printed labels. The 30 Amp. will come next and be fol 
lowed by 100 Amp. fuses. Eventually the entire Shawmut cartridge line, 
including Amp-traps will be machine-printed. 


SHAWMUT LEADERSHIP 


The machine-printed fuse is only a minor example of Shawmut ieacer 
ship in modern circuit protection. Amp-trap, the amazing new current 
limiter, with Trion and Trionet, the triple protection, low-voltage fuses, 
are other examples that demonstrate the advanced engineering and de- 
sign that users, contractors and wholesalers are beginning to look for in 
all Chase-Shawmut products. Investigate them now. Write today 


6 ake AA Ths Satoh’ 
THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


QE >) a hs cy 


SA we 
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force on the connected copper cables 
which in turn increases the conductiv- 
ity of the joint. The increase of conduc- 
tivity is said to result from the greater 
breakdown of the oxide film normally 
present on copper wire and to broader 
contact areas created by the higher 


pressure, 


Buffalo Wholesaler 
Expands Facilities 


BUFFALO, N. Y.—The Buffalo 
Electric Co., Inc., is constructing a new 
warehouse addition designed to handle 
its increasing business volume. The 
addition, located at the rear of the firm 
at 75 West Mohawk St., will cost ap- 
proximately $100,000. 

The two story brick and concrete 


helps yer structure is about 50 by 100 feet. It is 


expected to be finished in February 


In Generating Electricity 
It’s The U. S.—4 to 1! 

NEW YORK, N. Y—AI) the 
world’s generating plants produce 
better than a trillion kilowatthours of 
electricity and 42% per cent of this 
total is generated by the United 
States! This is four times the output of 
second-ranking Soviet Russia. A book 
let, “I Want to Know About the Elec- 
tric Industry”, published by the Edi- 
son Electric Institute, is the source of 
this comforting information. 

The booklet’s material has been de- 
rived from such sources as the Insti- 


SPEED CONSTRUCTION, CUT cosTSs : tute’s statistical publications and those 





We've made a huge investment that’s for your benefit as well as 
ours. It’s all tied up in our big new plant and facilities in 
Addison, Illinois, western suburb of Chicago. Your constantly increasing 
demand for the best in hanging and fastening devices allowed 
us to build this new Paine plant. You need no longer 
fear a shortage of easily installed, money-saving Paine products. 
Paine Spring Wing Toggle Bolts are a must when you are working with 


hollow walls and ceilings where you can’t reach the other side. 


They provide a sure and certain fastening, reduce installation time 
tie 5 OFFICIALS DISCUSS the franchise 


and improve the quality of your work. Write to our new location for awarded American Sales & Distribu 
tors, Inc., by Whirlpool Corp., The 
franchise covers the Columbus and 
Dayton, Ohio, area. Seated at the 
meeting at St. Joseph, Mich., are: (left 


a complete Paine products catalog. 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


9 to right) C. Kinzig, Dayton sales 
A manager and T. Goldenberg, president, 
the best craftsmen always take both of American Sales; E. Keller, 


Whirlpool regional sales manager; and 


Spring Wing Toggle Bolts Conduit Clamps Star Drills E. Brauning, vice president of Amer- 
ican Sales. Standing are J}. M. Crouse 


Expansion Anchors Pipe Hooks and Straps Malleable Shields sales manager and E. Gray II, pres- 
Sudden Depth’ Drills Hanger Iron, perforated Special Hanging and ident, both of Whirlpool, and S 


Wood Screw Anchors Expansion Shells Fastening Devices Gessaman, Columbus sales manager for 
American Sales 
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of the Federal Power Commission. The 
1952-53 edition makes use of the 
latest data and reflects, as well, recent 
1952 developments in estimates o 
future prospects. 

Besides table and text coverage of 
the various uses for electricity, many 
aspects of electric industry operation 
are treated, including sales, income, ex- 
penses, capitalization, ownership, em- 
ployees, fuel consumption and the 
relative importance in power supply 
of the investor-owned electric com- 
panies and governmental power agen- 
cies. 


B. C. Inspectors To Hold 
Meeting In Vancouver 


VANCOUVER, B. C.—Members of 
the Electrical Inspectors Association of 
British Columbia, will hold their an- 
nual sales conference in the Hotel 
George on Friday and Saturday, Febru- 
ary 20 and 21. John Low, vice presi- 
dent of the association, is heading the 
committee handling local arrange- 
ments. 


Briegel Appoints 
Two Distributors 


GALVA, ILL. — The Briegel 
Method Tool Company has announced 
the appointment of two new distrib- 
utors who will handle the complete 
line of tools and fittings. 

They are: Nikoh Tube Company, 
5000 S. Whipple St., Chicago 32, IIL; 
and Columbia Cable and Electric 
Corp., 255 Chestnut St., Brooklyn 8, 
N. Y. 


Management-Labor Honor 
Wiremold’s Murphy 


HARTFORD, CONN.—D. Hayes 
Murphy, president of The Wiremold 
Co., was 75 on November 24. If it was 
just another working day to him, it 
wasn't to his “gang”. For shortly after 
he arrived they let him know just 
what this particular anniversary meant 
to them. 

William D. Ball, secretary of The 
Wiremold Co., and Morris Johnson, 
business manager of the local IBEW 
union, presented Mr. Murphy with a 
book commemorating the occasion 
and containing the well wishes and 
signatures of all the employees. He 
also received a desk set and a UHF 
convertor for his TV set 

Mr. Murphy, who founded Wire- 
mold in 1900, is a member of the 


January, 1953—ELECTRICAL WHOLESALING 


For Berrer Overall 
Electrical Protection 


oo 24 7 -Serel, 
through 


SCREEN VENTING 


Pierce Fuses operate 10 to 40% cooler 
other fuses because their venting permits free 
flow of air through the interior. They do not 
blow during safe overloads. This also prevents 
afterblow, because dangerous gases and pres- 
sures have a ready escape if a link lets go 
to protect equipment. 


HIGH-PROFITS 
plus 


“ “REPEAT” BUSINESS 


Yes, Pierce Quality Fuses are high-profit items. 
Easy to sell, too, because Pierce quality is 
recognized. The cases, for instance, last 6 to 8 
times longer. Their tubular bridge assures 
continually correct knife blade alignment and 
perfect clip contact. 
All Pierce Quality Fuses are 
equipped with the famous 
Balanced Lag Links. 
WRITE for this informative booklet 
which shows how you can offer 
better all-around electrical protec 


tion at greater economy 


ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE RENEWABLE FUSES, INC. 








"REACH OUT FOR THIS 
BUSINESS..1T’S GOOD.. 


New Large Size! 


750-1500 W 
also 300-500 W 








* 


@ Assembly Halls . . . Roller 
and Ice Skating Rinks . 
Armories, Etc., are added 
sources for sales. 


Withstands shocks and rough 
treatment encountered in gym- 
nasiums. 


Here are the features that 
make customers and profit for 
you. 


. Design improved 


. Serviced from above or be 
low ceiling 


. Detachable porcelain enam- G Y M N A S | U M 


eled reflector 


LIGHTING UNITS 


. Angle iron framing ring 
serves for both the plaster 
and finishing ring 


. Adjustable for variable ceil- 
ing thickness 


. Dust tight glass cover op 
tional 


. Heavy wire guard 


. Tops in appearance 
» 


QUAD Gymnasium light- 
ing units, flush mounted, 
have all of the answers 
for lighting efficiency 
and durability. The fact 
that these units are get- 
ting a “big play” for 
gymnasium lighting is 
reason why you should 
have them in your light- 
ing line-up. Remember 
too, that there are nu- 
merous other installation 
possibilities for these 
units to bring sales your 
way. 


QUADRANGLE MFG. CO. 


re ae CHICAGO7, ILL. 


~\ 





Business Advisory Council for the 
Dept. of Commerce, a past president 
of the National Electrical Manufac- 
turers Assn., an active member of the 
Connecticut Manufacturers Assn., the 
National Association of Manufactur- 
ers and is on the executive boards of 
numerous national businessmen’s or- 
ganizations and Connecticut charitable 
societies. 

His sons, John D. Murphy and 
Robert H. Murphy are executive vice 
president, and vice president and plant 
manager respectively. 


Award Employees With 
11th Straight Bonus 


JACKSON, MISS.—The employees 
of Joe Williams Electric Supply Co 
had something extra to spend this past 
Christmas. For the 11th straight year 
they enjoyed a bonus awarded by the 
Mississippi wholesaler. 

The Joe Williams Electric Supply 
Co., located at 305 S. West St., in- 
cludes in its territory parts of Louisi- 
ana, Alabama and Florida. 


Graybar’s Marchmont 
Retires After 44 Years 
NEW YORK, N. Y.—G. T. March- 


mont, southwestern district manager 
and Gulf Coast district manager for 
the Graybar Electric Company, has re- 
tired after more than 44 years service 
with the organization. He will be suc- 
ceeded by V. A. Elmblad as south- 
western district manager and J. E. 
Fontaine as Gulf Coast district 
manager 

Mr. Marchmont joined Graybar as 
stock maintenance clerk in Atlanta 
soon after graduation from Georgia 
Tech. He rose through the ranks to 
become manager of two of Graybar’s 
most important districts as well as a 
member of the company’s board of 
directors. He also served as district 
manager at Richmond and Atlanta. 

Mr. Marchmont has been president 
of the Dallas Electric Club, president 
of the National Georgia Tech Alumni 
Assn. and secretary-treasurer of the 
Georgia Tech Alumni Foundation, of 
which he is a trustee. 





Suggest Standard For 
Future A.C. Motors 

NEW YORK, N. Y.—A Suggested 
Standard for Future Design for alter- 





nating-current motors, rated 1 to 30 
hp., was approved by the motor and 
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HARRY ALTER SIGNS the franchise 
appointing The Harry Alter Co., Chi- 
cago, distributors for Crosley appli- 
ances, television sets and radios in 
central Illinois and adjacent territory 
Thoben F. Elrod (left), Crosley west- 
ern divisional sales manager for ap- 
pliances and W. A. Blees (center), 
Avco vice president, look on 





generator section of the National Elec- 
trical Manufacturers Association at the 
26th annual meeting in Atlantic City, 
N. J. This standard covers polyphase, 
squirrel-cage, 60 cycle, open and 4- 
pole motors 

More horsepower output for a given 
frame size is provided by the Suggested 
Standard. It is made possible by the 
use of improved materials and through 
advances in the art of motor design. 
Present NEMA motor performance 
standards are unchanged in the sug- 
gested rerated designs. 

Industry members stated that the 
new standards will bring users of mo- 
tors savings in space and weight re- 
quired by the motor drives. It wil! also 
affect substantial savings in strategic 
materials, such as copper, iron, steel 
and aluminum. 


Thurow Named N. Florida 
Distributor For Du Mont 


JACKSONVILLE, FLA. — Thurow 
Distributors, Inc., with offices at 15-17 
Church St., this city, has been named 
distributor for Du Mont television 
receivers in the northern Florida area. 

H. M. “Doc” Carpenter, president, 
and appliance division manager Frank 
Mitchell, both well known in Florida 
merchandising circles have already be- 
gun franchising dealers in their area 


Braid Electric Elects 
Greenleaf Vice President 
NASHVILLE, TENN.—C. R. (Bob) 


Greenleaf, manager of the merchan- 
dise division of the Braid Electric Co., 
was elected vice president and made a 
director of the board at a recent stock- 
holders and directors meeting 

Mr. Greenleaf has been with the 
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SECONDARY RACKS & SPOOLS . 


TELEPHONE INSULATORS 


3/8 


orcelain Products, Ine. 


FINDLAY, OHIO 








HERE iT is! 


UNIVERSAL'S 
DRY TYPE 


Laredo 


Lighting Circuits | 
Electrical Motors 
Electrical Equipment 
Portable Tools 


Unique Shell-type construction means a cooler 
transformer without loss of operating efficiency 
or sacrificing of weight. Easy wiring is facilitated 


by the use of an insulated distribution panel. 


Specify the best- Specify Universal! 


DOUBLE WOUND, CLASS B INSULATION @ DURABLE, RIGID CONSTRUCTION INSURES LONG 


HIGH TEMPERATURE RESISTIVE, GLASS INSULATED UFE AND NO MAINTENANCE PROBLEM 
WIRE @ SIMPLE INSTALLATION INSURES MINIMUM TIME 


MANUFACTURED IN ACCORDANCE WITH THE IN INSTALLING 
STANDARDS OF ALL LEADING ASSOCIATIONS. @ COMPACT, SELF-CONTAINED, SMARTLY STYLED 


TRANSFORMERS ARE DESIGNED FOR 60 CYCLE OPERATION AND ARE 
SUPPLIED WITH WIRING DIAGRAMS ATTACHED TO INSIDE OF CASE. 


WRITE TODAY FOR COMPLETE DATA 


UNIVERSAL 
MFG. CORP. 


29-5 EAST SIXTH STREET PATERSON 4, N. J. 


CABLE: Universal 


Manufacturers of Transformers and Ballasts 


company since April 1951 and previ 
ous to that time had many years ex- 
perience in the appliance field, both 
with the factory and the distributor. 


V. N. Marker, President, 
Revere Electric, Retires 


CHICAGO, ILL.—Van N. Marker, 
who started as an electrical equipment 
salesman 47 years ago, has retired as 
president of the Revere Electric Manu- 
facturing Company. Murray Whitfield, 
executive vice president and sales man- 
ager, has assumed the presidency and 
has succeeded Mr. Marker in the man- 
agement of the company 

In 1919 Van Marker was co-founder 
in the Revere Electric Company, a sup- 
plier of electrical equipment and fit- 
tings. Thirteen years later, in 1932, he 
developed and introduced hinged 
floodlight poles which were immedi- 
ately accepted by most of the vast 


Murray Whitfield Van N. Marker 


petroleum industry. They were used to 
provide standardized lighting for serv- 
ice stations as well as permitting the 
cleaning of floodlights without the 
necessity of hazardous climbing 

With the successful performance 
and popularity of the hinged floodlight 
pole as the nucleus, the company un- 
der Mr. Marker’s leadership branched 
out into the manufacture of lighting 
equipment for numerous other mar- 
kets. These include, airports, sports 
stadiums, industrial plants, outdoor 
theatres, street lighting and units for 
marine application 

The Revere Electric Manufacturing 
Company was organized by Mr. Marker 
in 1945. He was sole owner of the 
company until 1950 when the capital 
stock was sold to G. L. Orstrom and 
Associates, 40 Wall St., New York 
City 


1.E.S. Issues Industrial 
Lighting Booklet 

NEW YORK, N. Y.—A _ new 
“American Standard Practice for In- 
dustrial Lighting” has been approved 
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THE ENTIRELY NEW CONNECTOR 
for Cable that just Snaps info Place! 


Jiffy SNAPX is the new cable connector 
that is installed without tools. There 
are no nuts or screws to tighten. Just 
compress—snap it in place—and it's set 


Your customers will appreciate how 
easy Jiffy SNAPX is to use 


INSERT cable in SNAPX connector. 


COMPRESS spring clip tha? holds 
cable. 


SMAP 1M to box knockout and the 
cable is set — the job done! 


Sold by Leading Wholesalers 


SAVES Tmt + 


Clyde Wiint 


AGO 8. ILL 


darters AND MONEY 


RTH STREET + CHICA 
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by the American Standards Associa- 
tion and is being published as a 40 
page booklet by the Illuminating Engi 
neering Society 
The new booklet, 
1953's superior lighting standards, has 


designed to meet 


been completely revised from the first 
recommended practice published ten 
years ago. Many specific lighting prob 
lems, not included in the 1942 report 
are covered in the new publication 


_ Lappin Names Economist 
MILWAUKEE, WIS—Miss Alice 


Lowum has been named home econo- 
mist for the Lappin Electric Co. She 
heme 


will be in charge of the 


economics division and will demon 
strate home appliances to dealers and 
Wisconsin and upper 


a graduate 


customers in 
Michigan. Miss Lowum is 
of the University of Wisconsin 


Powder-Actuated Tools 
Approved In N. Y. Area 
NEW YORK, N. Y 


time powder-actuated fastening tools 


For the first 


have been authorized for all electrical 
jobs in this area. The use of the 
fasteners was approved by a voluntary 
Joint Industry Board 


The board is 


decision of the 
of the Electrical Industry 
composed of both union leaders and 
contractors 

Denis J. Crimmins, executive secre- 
tary-treasurer of the joint management 
labor group, said that these tools would 
permit electrical workers of Local 3 of 
the International Brotherhood of Elec 
trical Workers, A. F. of | 


maximum 


, to function 
efficiency. Efrem A 
board, 


with 
Kahn, chairman of the stated 
that the 


and management can do 


decision proves what labor 
when left 
alone to work out their joint respon- 
sibilities 
Before this decision, only various 
hand tools were approved to drill holes 
in metal or concrete. The powder 
actuated fasteners employ a charge that 
pins and screws in to 


drives, studs, 


steel, wood or concrete at the rate of 


as many as three a minute 


Delta-Star Merges 
PITTSBURGH, PA Delta-Star 


Electric Co. has been merged into the 
company, H. K 


will 


Porter ( GG... 
Delta-Star 
Electric Division. Policies, management 


parent 
Inc., and operate as 
and operation will remain the same 
C. S. Beattie 
manager of the division 


will continue as general 





— 











IT’S EASY TO SELL 
iffy PRODUCTS 


Because “‘Jiffy’’ Tools and De- 
vices are known by your custom- 
ers to be famous for saving time, 
trouble and money on every job. 
Your customer knows “JIFFY” 
guarantees satisfaction. 


Snap-in 
BLANKS 


Quickly seal 
knockouts 


Adjustable 
HOLE 
CUTTER 


Cuts holes 
i,” to 6” dia 
| in steel boxes 


| ptates, panels 


DRILL PRESS = 


CONDUIT 
BENDER 


These and many more time 
savers have been advertised to 
your customers for years. 
Are YOU a stocking distributor 
enjoying our 100% cooperative 
Distributors’ Policy? 

Write for the JIFFY Catalog. 


the eJifF ip Line 


SAVES TIME-- TROUBLE AND MONEY 


f 


Clyde W. Lint 


2323 W. 18th Street os Chicago &, II! 
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An all-electric kitchen-laundry will 


THE NEWEST | be featured in the General Electric 


Company’s display at the annual con- 
vention and exhibit of the National 
Association of Home Builders at the 


. . * e Conrad Hilton Hotel in Chicago, Jan- 
lighting luminaire vary 18-22, ; 


Westinghouse has started construc- 

* MAXIMUM LIGHT tion on a new ten million dollar meter 

* EASY INSTALLATION division plant at Raleigh, N. C. The 

* MINIMUM SERVICE 100 acre site is located in Wake 
plus County, one mile north of Raleigh. 


Challenging Price The Minneapolis-Honeywell Regu- 


lator Co. has revealed plans for a 
STORES $900,000 expansion of the main plant 
INDUSTRY in Minneapolis. The addition will add 
SERVICE STATION 59,000 square feet of floor space to 
STREET LIGHTING the present main building 


UNEQUALLED In CONSTRUCTION Television receiver production will 


, hit an estimated 6.2 million units in 
SLIPFITTER AND HOOD: Streamlined, cast aluminum, treated against corrosion. 1!/4” ae : - ae . 
Slipfitter supplied. 1953 estimates G.E.’s tube department 


GLASS BOWL: Outdoor crystal glass with a (patented) “Herringbone” stippled design This will be the highest since the rec- 
for maximum diffusion. ord year of 1950 


ALZAK REFLECTOR: 20 gauge aluminum alzak reflector spun over glassware for added 
safety, accurate light control, permanent cleanliness of the reflecting surface. 


SPRING LATCHES AND RETAINER RINGS: Two double-tension springs, plated cam action 
latches made of rust-proof steel. 

OTHER FEATURES: Units are of absolute weather proof design for lasting service. You will | reached an all time record total for 
find it more than adequate for High-Bay illumination as well. the company—30 per cent higher 


than October 1951 and 20 per cent 

higher than September 1952, accord- 
Distributed through ing to an announcement made by M 
verified electrical Loebelson, general sales and advertis- 
wholesalers, only. ing manager 


FOR 


Lamp shipments by Lightolier, Inc., 
during the month of October 1952 





WM-1 BRACKET (WALL MOUNTING BRACKET) 


For all types of luminaires! High-strength aluminum base and 
1%" high tensile strength aluminum arm with all necessary 
drills and taps for free wire way. Light, weather resistant 
Bracket swings against wall for servicing. Cast base drilled 
and tapped at bottom and side for 2 alternate wiring openings 
Positive lockup. 











RM-2 BRACKET (ROOF MOUNTING BRACKET) 


Luminaire swings back on roof for new, easy servicing! 
Cast oo alloy base comes with special swivel nipple 
and elbow for parapet mounting. Positive lockup. Pipe ‘ ~ 
bent to 90° with 3’ and 6’ tangent. LONG AND SHORT of it among Cros 
ley distributors are pictured at a recent 
meeting in Memphis. Hymen Reader 
(left) president of Reader's Whole- 
sale Distributors, Inc., Houston, 
MF RP shakes hands with Robert F. (Bob) 
. ® Hall, president of the Steel City Supply 
Co., Inc., Birmingham. The occasion 
was the introduction of the 1953 line 


4217-19-21 HARRISON ST. + CHICAGO 24 ILL of ds caeaein 








Write Dept. EW-153 for fully detailed catalog and new complete illustrated price list 


Fivorescent & Mercury Vapor Lighting Mfgs 
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PEOPLE IN THE NEWS 


Fred L. Keller has been elected 
vice president of the Everson Electric 
Co., Allentown, Pa. Paul W. Rubrecht 
was appointed supply department man- 
ager and David B. Everson was ap- 
pointed sales promotion manager 


Donald A. Wildauer, Philadelphia 
district manager for The Thomas & 
Betts Co., Elizabeth, N. J., was named 
to the board of governors of the Elec- 
tric Association of Philadelphia. C. 
Ashmead Biddulph, New York dis- 
trict manager for the company was 
named first vice president of the Elec 
trical Associates Club of New York 


S. B. Harrison, who has been with 
the wholesale electrical industry in the 
Minneapolis area for some 18 years, is 
now associated with Terminal Electric 
Corporation, Minneapolis, Minn. 


A. H. Kahn is appointed commer 
cial vice president of the General 
Electric Supply Corp. He will report 
directly to the president. Mr. Kahn's 
headquarters will be at 840 S. Canal 
St., Room 403, Chicago 80, IIL C. D. 
Smith, formerly Richmond district 
manager, is assigned as district man 
ager in Chicago. C. C. Canedy succeeds 
Mr. Smith as district manager in Rich- 
mond 


Woodrow W. Oliver succeeds Orto 
C. Langenhan as Cleveland district 
purchasing agent of American Steel 
and Wire Division. Previously Oliver 
served for two years as Eastern pur 
chasing agent at Worcester, Mass 
Elmer R. Johnson succeeds him in that 


post. 


John R. Hillje has joined the Su 
perior Distributing Company, Kansas 
( ity, Mo. 


Roy Edwards has been appointed 
sales manager for the Eastern Fixture 
Company. He has served as New Eng- 
land sales engineer for the company 
since 1947, 


A. D. Hammond and J. W. Frazier 
have been elected to the board of direc- 
tors of the Graybar Electric Company 
Mr. Hammond, Atlantic district man- 
ager, joined the company in Nashville 
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) n. A rough, 
sun-baked 
h America. 


ronco (brawo ko 
wiry horse of the arid, 
i f western Nort 
a “ as a mount for travel ove® 
Prefer , 


that’s why we call our portable cords and cables 


It has a tough hide of 60% by weight 
Neoprene that is highly resistant to sun- 
light, ozone, oil, acids and alkalis. Certi- 
fied has a heart of 99.9% pure soft an- 
nealed fine-stranded copper conductors 
coated with super-aging Cold Rubber tn- 
sulation. Synchro-curing gives it stamina 
and flexibility. Jackets are branded with 
complete data; “BRONCO” repeated 
every two feet makes it easy to measure. 
To get the most dependable, flexible, 
convenient cord made, always specify, 
Bronco 60 Certified. 


s, WESTERN INSULATED WIRE CO. 


an 


Los Angeles 58, California 
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LL) / Ke psoren 


DIX White Non-metallic Sheathed Cable 





Flexible Cords — ali types 


Fixture Wire — all types 





es 
Cord Sets 


2, \ 
} —_ Military 
\ \ Sf Communications 
yr Cordage 
4 anim 
Write for catalog BO4 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 
Manufacturers of Electrical Wire 


6 SIZES 
"14-500 MCM 





COPPER TUBE AND PRODUCTS, INC. |) , 


5746 MARIEMONT AVE. © CINCINNATI 27, OHIO 


as a mail clerk in 1906. Mr. Frazier, 
Kansas City district manager, started 
with Graybar in that city as an office 


boy in 1909 


Raymond M. Eaton, superintend- 
ent and resident manager of the Haz- 
ard Insulated Wire Works division of 
The Okonite Co., in Wilkes-Barre, Pa., 
December 31. Mr. Eaton 
at Passaic, N.J 


in 1909 as an assistant in the electrical 


retired on 
entered the company 


testing laboratory 


J. R. Weaver succeeds C. B. Dick 
in his appointment as manager of man- 
ufacturing and engineering for the 
Springfield plant of the Westinghouse 


Electric appliance div ision 


Raymond K. McClintock will be 
responsible for fostering the promotion 
and sales of new products of Sylvania 
Electric Products Inc. In his post as 
manager of new product promotion, 
he will also take care of exploratory 
work leading to the consideration of 


new lines of products by Sylvania 


Howard C. 


sistant sales manager, has been appoint- 


Stacey, formerly as 


ed sales manager of the Webster Elec- 
tric Sound Sales division of the Web- 
Wis. Mr 
company 


ster Electric Co., Racine, 


Stacey has been with the 


since 1942 


Stanley Aaronson will be respon- 
sible for the sales of the Berko Electric 
radiant glass heating panel in his new 
position of sales manager, Berko Elec- 
tric Manufacturing Corp., Queens Vil- 


lage, N. Y 


J. B. Matson, former credit manager 
of Cory Corp., Chicago, has returned 


to that organization after a two year 


leave of absence while on active duty 


HARRY J. KAHN 
ELECTRIC SALES C0. 


564 W. ADAMS STREET 
Chicago 6, IIlinois 


A Sales Qyebethe 
Representing Electrical 


Manufacturers 


© 4 SALESMEN COVERING 
MIDWEST AREA 


@ WAREHOUSE FACILITIES 
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HARD AT WORK at his new job of 
store manager for Revere Electric 
Supply Co., of Chicago, is Roy W 
Paulsen. He was formerly with Engle- 
wood Electrical Supply Co., also of 
Chicago 





as a captain in the U. S. Army's Ord- 
nance Corps. Mr. Matson, who s¢ rved 
in Korea as management officer of a 
U.S. Army Ordnance Base Depot, re 
turns to join Cory’s executive staft and 
will be located in their Chicago office 


David E. Feinberg succeeds his 
father, the late A. A. Feinberg, as gen 
eral manager of the United States Air 
Conditioning Corporation, Minneapo 
lis. Mr. Feinberg, a vice president of 
the corporation since May, 1951, has 
also served as sales manager of the 
refrigeration division and as co-ordina- 
tor of the firm’s defense production 
activities 


William E. Toll will cover Maine, 
New Hampshire, Vermont, Massachu 
setts and Rhode Island as New Eng- 
land district sales engineer for the 
Condi-Lite Corp., New York City. He 
resides at 233 Harvard St., Brookline, 


Mass 


R. R. Smith, who joined Cutler 
Hammer, Inc., in 1921, has been ap 
pointed division manager, 
parts sales. In 1926 he was transferred 
to the company’s repair order depart 
ment. In 1942 Mr 
member of the headquarters sales or 
ganization where he remained until 
his new appointment 


renewal 


Smith became a 


H. W. Buchholz, the new midwest 
ern representative for the U. S. Expan 
sion Bolt Co., will 
northern Illinois, Wisconsin, upper 
Michigan, Minnesota, Iowa, Nebraska 
and North and South Dakota for the 
company 


cover Chicago, 


Murray C. Nelson has been pro 
moted to associates regional manager 
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“FLOATING SOCKET" 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Potent Applied for 


Cat. No. CLD-150 for 150- 
watt lamps. 

Cet. No. CLO-35 for 300 
and $00-watt mogul! base 
lamps. 


Floating socket moves for- 
ward or side to side in an 
eccentric plane to compen- 
sate for variations in size 
and shape of lamps, sockets 
and castings. Insures tight 
seal and positive electrical 
contact. 


Alumioum alloy. Completely 
wired. Heatproof, weather- 
proof gasket. Removable re- 
taining ring for easy socket 
replacement. 


Snug Fit Under All Conditions! 


fic! 
as 


The 








THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILUNOIS 


ECCENTRIC 
Lamp 


Finest 


a 2 The More You Load It the Tighter It Grips 


ger fey STEEL SHELVING 
4 B tip a STUD | “STRONG BEYOND 
pat pend BELIEF!” 


ek 
= © NO NUTS 


@ NO BOLTS j 
e NO TOOLS 
TT 


Not even a clip - 
inicio ONLY A STUD 
IMMEDIATE 
DELIVERY 


for the fastest 
and strongest 
FROM STOCK | Shelf assembly. 
lo 695 Preitie, Auvera, Mini 
Phone: Aurora 9231 


LF 100% Adjustable from front of unit without tools. 


SAVE 60% OF ASSEMBLY TIME! 





For Extra Heavy Duty 
Service 


HOW IT GRIPS 


A slope in the key- 
hole joins with the 
taper on the stud 
to form the tightest 
and strongest of 
grips. An exclusive 
Equipto design. 

















RUGCGED!! 


SHOWER ROOM FIXTURE 





CAT. No. 3071 


FOR THE 
INDUSTRIAL PLANT 


SPECIALLY DESIGNED FOR 
THE TROUBLE FREE INSTAL- 
LATION. 


CANOPY IS HEAVY STEEL 
WITH QUALITY WHITE POR- 
CELAIN ENAMELED FINISH. 


SOCKET HOLDER IS CAST 
ALUMINUM. 


HEAVY WIRE GUARD IS 
THOROUGHLY ZINC PLATED 
AND FINISHED WITH HIGH 
QUALITY WHITE BAKED ON 
ENAMEL. 


FOR USE WITH 150W OR 200W LAMP 








ELECTRIC MFG. INC. 


4223 W. LAKE ST. 


Solderless Lugs 


Completely redesigned—lighter and 
stronger—solid copper body and 
tongue for highest conductivity, heavy 
hex-head screw, extra thick thread 
plate. Available in 5 sizes for wire 
sizes from No. 14 to 500 MCM 
Write for Bulletin. 


FOR WIRE end CABLE 


CHECK THESE 
TIME SAVING, 
MONEY SAVING FEATURES 


1 Easy Installation—No “special” 
* wrenches, Use any standard 
wrench or pliers. No loose parts 

to get lost. 


2 Highest Conductivity—Heavwy solid 

* copper body and tongue. Deep 

serrations on tongue positively 
grip all wire sizes. 


3 High Re-Use Value—Extra heavy 

* screw and thick thread plate. 

Use again and again without 
loss of efficiency. 


4 Only 5 Sizes to Stock—Each lug 
* has wide range of wire sizes. 
Body design is adaptable to 
special tongues or contact plates. 


CHICAGO 24 


ia | 


WRITE FOR BULLETIN 
‘ON S-O TYPE LUGS. 


. 


: 
Fe | 


| 
; | 


J 





for the BullDog Electric Products Co., 
Detroit. He joined the company 1n 
1939 and served as district manager in 
Washington, D. C., Baltimore and 
Richmond. Howard D. Ogden succeeds 
Nelson as administrative assistant to 


the sales manager 


Martin J. Gallagher has been pro- 
moted to western regional sales man- 
ager for the American Kitchens divi- 
sion of the Avco Manufacturing Corp 
He was previously Los Angeles district 
sales manager and replaces Mr. W. H 
Neil. 


Paul B. Wishart, vice president of 
the Minneapolis-Honeywell Regulator 
Company, has been appointed to the 
newly created position of general man- 
ager. He was also elected to the com- 


pany’s board of directors 


Floyd A. Garman has been named 
chief engineer and Walter V. Magee 
assistant chief engineer, of American 
Steel and Wire division. Mr. Garman 
succeeds Harry L. Jenter who was pro- 
moted to assistant manager of opera 
tions of the Cleveland district. 


MANUFACTURERS _ APPOINT 


SALES REPRESENTATIVES 


Columbia Cable & Electric Corp., 
Brooklyn, N. Y., has announced the 
names of four sales agencies which 
will represent the company on armored 
and non-metallic sheathed cable, metal- 
lic tubing and flexible steel conduit: 
Electric Agencies, 43 Warren St., New 
York, N.Y., whose territory covers 
Metropolitan New York; Herbert C. 
Leonard, Richard Lane, Thornwood, 
N.Y., covering up-state New York; 


OHIO 


MANUFACTURERS AGENCY 
Well Established—Excellent Record 
Cover Entire State or Any 
Portion Open 
Complete Coverage 
WRITE TO 


CAM NORTON COMPANY 
2725 DERBYSHIRE ROAD 
CLEVELAND 6, OHIO 
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PLUGMOLD 
2000 suitor 


by WireEMoLD 


e Plugmold with Snapicoil 
is installed in one long run... 
No multiple connections be- 
tween short lengths. 


The Gilbert Clock Compa- 
ny of Winsted, Connecticut, 
found that, with Plugmold 2000, 
they could have duplex outlets 
on close centers . . . thus mak- 
ing it possible to utilize the 
available space on the clock- 
testing racks to best advantage, 
since TWO clocks can be serv- 
iced by only ONE duplex outlet. 
Plugmold with Snapicoil is the 
modern way for easier, faster, 
and cheaper installation of 
multiple outlets. 


Write today for the new, free 
Plugmold 2000 book! 


PLUGMOLD 2000 
a 2a - ee — 
WIREMOLD’S Zee 


multi-outlet system 





THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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R. E. Dunn Sales Co., 
Ave., Minneapolis, Minn., covering 
Minnesota, North Dakota and South 
Dakota; and the Sanderlin Co., 129 
Ist Ave. West, Seattle, Wash., covering 
Washington, Oregon, Idaho. Mon 
and Alaska 


6OO1LS Stevens 


OBITUARIES - 


Joseph W. Rodale 


Joseph W. Rodale, 56, president of 
the Rodale Manufacturing Co., Inc., 
died of a heart attack at Sacred Heart 
Hospital in Emmaus, Pa., on Novem- 
ber 20th 

Mr. Rodale, 


together with his 


| brother, established the Rodale Com 
pany in the early 1930's. He was a 
prominent figure in the electrical wir- 


Joseph W. Rodale 


ing industry and served on a number of 
boards, including the Electrical Wiring 
Devices Manufacturers Association. 
Mr. Rodale was also active in many 
charitable and civic enterprises and 
was widely known for his hobby of 
raising pure-bred Arabian horses on 
his Pennsylvania farm. 


Harold M. Thorell 


Harold M. Thorell, 50, sales man- 
ager of Trade-Wind Motorfans, Inc., 
died on November 18th at his home in 
Inglewood, Calif. He was born in 
Pontiac, R. I 

Mr. Thorell had been with the Los 
Angeles ventilating equipment firm 
since 1945 and was named sales man 
ager six years ago. He was an active 
member of The Southern California 
branch of the American Society of 


Heating and Ventilating Engineers, 


Electrical Maintenance Engineers As- 
sociation, Pacific Coast Electrical As 
sociation and The Bureau of Home 
Appliances of San Diego County 

He is survived by his widow, Mrs 


| Editha Thorell and a daughter, Valeri¢ 





EASIER 


10 


INSTALL 


PLUGMOLD 
2000 suivicon 


by Wiremo.D 


No “pre-engineering” 


when you install Plug- 
mold 2000 multiple 
convenience outlets... 
every step you take 
gets the job done! . . 
Plenty of knockouts 
for feeding and mount- 
ing in Plugmold 2000 
base—no drilling! ... 
You can feed in at any 
convenient point—no 
special fittings re- 
quired! . . . Elbow fit- 
J ting covers snap on 
and overlap—no preci- 
sion cutting required! 


Write today for new, 
free Plugmold 2000 
book! 


PLUGMOLD 200 


— rp = 
ao 2 eee ee eS 


WIREMOLD’S Zee 
multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





No Change tn Deaton (Wf ®SSOCIATION NEWS 


IMMEDIATE DELIVERIES CHICAGO—An Electric Housewares 
Festival will be conducted by the 


on complete line of Electric Association during May. It 
has a three-way purpose of encour- 


MASSEY "Old Reliable 4 aging dealer participation in the 1953 


spring promotion of electric house- 


BAKELITE ann hd wares, increasing store traffic for co- 


operating dealers and developing an 

WALL PLATES interest on the part of high school 
seniors in entering the retail appliance 

More of this wall plate design is in use than | cu jjino field John Westberg of Landers 
any other style. The demand has always been | ; 
big . . . and always will. Your greatest profit | 
potential is in supplying MASSEY. 











Frary & Clark is chairman of the 
committee. Distributors on the electric 
housewares committee are: T. R. An- 
Advantages Galore derson, Westinghouse Electric Supply 
Always uniform. On ‘ * oner- Mecrric 
Match-up Is easier. Co.; James Lloyd, General Electric 
Repl t i awaiting. ' y ¢ ? (fk “Vere 
ant od te ee oe Supply ( 0 and F. M. Wilson, Revere 
One inventory . . . just carry on. Electric Supply Co 

One complete line . . . from one source. / 


Catalog, styles, numbers, etc., remain the = 
same. F H. C. Moses, Jr., Thomas & Betts 


Priced right to sell .. . at big profits. 7. 
Up to 25% heavier. Co., is general chairman of the Ade- 
Lower in cost. ’ iN . 

Comply with Federal W-R-151 A and REA quate W iring and I {odernization Com- 
specifications. mittee. His duties will include the 
Send for catalog and prices today. coordination of the overall activities 


of two subcommittees. These are 


7% a MASSEY Tate Home Modernization Committee, of 
. . , ° 


360 kengbcoel EEL Stratford, Cane which R. R. Hill, Hawkins Electric 
Single and Multi-gang Well Plates and Co., is chairman; and the Industrial- 


Electric Wiring D — Since 1936 
catrie Wiing  Muere? — Commercial Committee, headed by 
George M. Bard of Kelso-Burnett Co 














The first step towards an eventual 
promotion program for home freezers 
and frozen foods will be an educational 
exhibit at the Modern Living Exposi- 
tion at Navy Pier, March 21-29. Ar- 
rangements have been made with the 

: — Chicago Metropolitan Home Builders 
since L870 Association, with whom the Electric 


ualita Association cooperates in sponsoring 
ay electrical exhibits for the exposition, 
for an exhibit space 20 by 60 feet to 


; contain the educational exhibit. 

in signals and "7 — CHATTANOOGA—Officers for the 
Your custome fiscal 1952-53 year of the Electric 
is—from a simple 
a complex signal system. a 
than 77 years Faraday has suppliec 
home and industry with the finest 
electrical equipment. Consult your 
electrical wholesaler for details on 
the complete Faraday line. 


rs want the best there 
push button to 
For more 


UNI-PACT BELL 
#2000 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 








CONSOLIDATED BY 


SPERTT FARADAY INC. aorsan, mic. Mone 


BELLS BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS PITTSBURGH 12, PA. 
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THIEL Easy-Drive 
“Nail It’ 
and 
THIEL ‘’Easy-On” 
Straps 


BANG THEM DOWN 


... they won't Bend 


Contractors save time—labor-—material 
with these strong, rugged THIEL Staples 
They go in straight and true—grectest 
improvement in staples for cable work 
(metallic and non-metallic) in 25 years. 
Send for FREE samples. Sold by Leading 
<lectrical Wholesalers—write for infor- 
mation on open territories. 


THIEL 


1413 N. Market St. 


TOOL AND 
ENGINEERING 
COMPANY 


e St. Louis 6, Mo. 

















[$s SOLAnINGS TICK 


, SAR ES SODER! \ LASY 


FLUX 


FOR SODERING 
BRAZING e WELDING 


L B. ALLEN CO, Inc 
6701 BAYM MAWR AVE 
CHICAGO 31, ML. 











Established * 


Z, MIDWEST 
COVERAGE 


For Manufacturers of Electrical Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor Warehouse 
Truck-load Dock Facilities 
° 
int ELECTRICAL 
SALES, INC. 
2323 W. 18TH STREET 
CHICAGO 8, ILL. 
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McKenzie, Mc 


Ist vice president; 


Robert 
Kenzie Electric Co., 
James R. Feeney, Graybar Electric, 2nd 
Thomas B. Owen, Elec 
Jack 


treasurer, 


League are 


vice president; 
tromode Heating Co., president; 
Stuart, & Roebuck 
Hassel Qualls, EPB, assistant secretary; 
and Paul McMillan, secretary 


Sears 


CLEVELAND—The Electrical League 
of Eastern Ohio resumed their weekly 
luncheons on January 12. The annual 


meeting and elections will take place 


on February 2 


DALLAS—Mr 


the Dearborn Stove Company of Dal 


Gordon Peterson, of 


las, was the guest speaker at a recent 
Dallas Club luncheon. M1 


Peterson's subject was entitled 


Electric 
“Some 
thing New In Personnel Relations 
Dave Merrill of the Dallas Power & 
Light Company was in charge of the 
arrangements 


MINNEAPOLIS—A 
the 1953 


pliances and rural electric equipment 


time-table” for 
promotion of electric ap 
has been projected by national associa 


tions, electrical manufacturers, dis 


tributors and electric suppliers. The 








WIRING DEVICES 


Here are opportunities for the 
right man—as Factory repre- 
sentative for a large manufac- 
turer of wiring devices for in- 
dustrial and residential use. 
IF you have the experience, 
background and personality to 
discuss our products with in- 
dustrial engineers, electrical 
contractors and distributors, 
you may be eligible fcr sales 
representative job now. $4000- 
$7000 per year. 

IF you are in the electrical 
wholesaling business now and 
are ambitious, you may be 
eligible for the sales represen- 
tative training program. $3000 
per year. 

Please include a resume stat- 
ing experience, education and 
background. 

All replies will be held con- 
fidential. Address: 


RW6271 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 











Yost Nsterance of 
oes) Quawty rp Sart use 


Sell Visual Displays 
Wore Sales & Profits 
Eleetruical Household Deuces 
FAST Ss Tap AS 
SELLING You 
ITEMS Ririse SHOW 
USED §e> sO 
IN SHALL 
. ~~ 
EVERY @7e0 YOU 


HOUSE ; ; REAP 
; 

HOLD =A ce PROFITS 
- crag eo @ eo | 
BROWN s- eo IVORY 

4@060 
Gace 
50 ASSORTED ITEMS 50 


5 EACH PULL CURRENT TAP AND TRI-TAP -10 EACH 
CUBE TAP. PLUG FUSES ATT. BASES & PLUGS 


Electrical Cord Sets 


DISPLAY | 
5FRONT 
5 BACK § 





SIX FAST SELLING SWITCH AND SWITCHLESS CORD 
SETS THE MOST DIVERSIFIED SELECTION | 
Extensions | 

A TYPE AND SIZE FOR EVERY PURPOSE 


CAT.NO} 

@ ectrica coro sets t B-L 
P , 707 

708 
714 
717 
718 
719 
ADD 
10-D 


10 TO 
DISPLAY 


5 FRONT 
5 BACK 


SIX TYPES THREE SIZES 6-9-12 FT 
LARGER ON REQUEST 
Listed by Underwriters dSaboratornes Inc 
DLO THROUGH ELECTRICAL WH ALER 
THE FACTORY 
AND KNOW-HOW BEHIND 
MAJOR 
PLUG AND CARTRIGE 
FUSES 
GEM ELECTRIC MFG CO 
2 Stree Br * 2NW OY 








GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Increase Your 


Sales & 
Profits! 


LOOK TO 
GREAT WESTERN 


Here's a sturdy, dependable line of 
renewable lag fuses — for long, con- 
tinuous, and low cost operation—for all 
lighting and industrial circuits — built 
to assure customer satisfaction and to 
give you bigger sales and profits. 


Great Western 
PROLONGS FUSE LIFE 


Tougher materials give better 
heat dissipation. 

Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


Tell your customers about these Great Western 
features. Help them increase their sales and 
profits by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J 


158 


promotion activities worked out in 
calendar form, will cover the upper 
Midwest. The advertising and promo- 
tion of the same product or service 
at the same time is believed to have 
an impacc that cannot help but register 


increased sales 


NEWARK, N. J.—Charles McKew 
Parr, Sr., Parr Electric Co., Inc., was 
elected to the presidency of the Essex 
Electrical League succeeding E. M 
Lacey, Westinghouse Electrical Supply 
Co. Mr. Parr, formerly vice president 
of the League, has been chairman of 
the Wholesaler division and has been 
active in all phases of league work 
Other officers named were: James H 
Kennedy, vice president; Arthur Davis, 
treasurer; and Stanley Chapin, secre- 
tary 

Electrical wholesalers named to the 
Executive committee and Council del- 
egation were: Joe McCarthy, whose 
term expires in 1953 and Ben Golden, 
whose term in office expires in 1955. 


NEW ORLEANS—The annual out- 
ing of the Electrical Association was 
the occasion for the presentation of 
an award by President Walter J. Barnes 
to the winner of the recently completed 
drive for new members. Top man was 
C. B. Wilson of Public Service. A 
total of 27 new members joined the 
association during the membership 
campaign 

Over 160 members and guests at- 
tended the outing held at the Lake 
wood Country Club. Members of the 
committee in charge of the affair were: 
Stanley B. Reinherz, chairman; Fred 
Lindsey, vice chairman; I. H. Purinton, 
golf chairman; Ed Belsom, games 
chairman; Al Levin, attendance chair- 
man; and Ned Breitenmoser, refresh- 
Mr 
general manager of the Lighting Fix 
ture & Electric Supply Company of 
New Orleans. 


ments chairman Breitenmoser is 


PHILADELPHIA—J. B. Harris, Jr., 
president of the Rumsey Electric Com 
pany, was elected president of the Elec- 
trical Association of Philadelphia at 
election. Mr. Harris succeeds E 
Loomis, vice president of the Westing- 
house Electric Corp., who had served 





| 1952. Mr. Harris had been vice presi- 


dent of the association for the past 


two years 


the annual board of governors officers 
W } 


as head of the association in 1951 and | 


_—make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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MORE FACTS 
ON PRODUCTS 


SWITCH 


AND Electrical Demonstrations — A }2 
WALL page booklet is designed to aid farm 


PLATES youths in rural educational programs 


Packed in in- It is a guide for preparing demonstra 


dividual = en-) tions on wiring, small motor care, 
velopes with 


ig lighting, using electrical farm equip equipment 


Chrome plates ment and the care and use of home ap 


protected) pliances. Copies may be obtained from 
with paper un- I f ; ; you can 


tit installed, | School Service, Westinghouse Electric 
e Corp., Pittsburgh, Pa 

industry's No. 

1 plates at Insulating Tape—Self-bonding elec- 

competitive! trical insulating tape has a dielectric 

prices — head- 

quarters or! 


satisfaction! may be applied at temperatures as low 
; me} 
and economy.) 4; —4() degrees. Available in widths of 


Buy from this 
reliable 
source. Get} in 30 ft. rolls. Bishop Mfg. Corp., 4 
info on com- : . . ] 

shete NONER Canfield Rd., Cedar Grove, N. J 

line. 


strength of over 1000 volts per mil. It 


14 in., 34 in. and 1 in.; .020 in. thick, 


Service Station Lighting — Phoro 


NOTHING TAKES THE PLACE OF STEEL graphs, drawings, technical data and 
general information covering service 


HONER MFG CO station lights is contained in a 32 pags 
e . 


brochure. It is fully illustrated and cov 
Electric Division of Honer-Norton 


115 S. Clinton St. Chicago 7, Ill. 
RA6-7662 units for pump island lighting, scaled 


ers horizontal and vertical fluorescent 








ca a For Sale 

Tuma 4 ELECTRICAL WHOLESALE 

BUSINESS 

S ’ Could be converted into con- 
eason 5 : tracting business. In south 


Texas. Ideal climate. 


Talk to any old-timer on the job 
Inquire and he’! tell you Klein equipment 


. j 

reelings FS 6313 Electrical Wholesaling is his choice for comfort—for safety 

520 N. Michigan Ave. —for service. Look for the famil- 

* Chicago 11. iar Klein trade-mark on pliers, 
P ° 


safety straps and belts, climbers, 





On this, the Occasion of a grips and wrenches. Klein has 
New Year. Our Entire Staff been serving the electrical industry 
“Since 1857 


Extends the Most Cordial MANUFACTURERS: . ASK Your SUPPLIER 


Greetings to all our Friends Foreign Distributor: International Standard 


: . Electric Corp., New York 
‘ Cus > é H 
i ps vn ae Established Los Angeles Agency mee 
1opes that their year 5: - hate, seatagged 
. free « opy of 

WwW ill be a prosperous and Seeks Additional Line. E® -- pr ek le in 

° a Pocket Tool 
fruitful one. Territory: Southern California, WS Guidetoday! 


Arizona and New Mexico. es. ‘Since 1857" 


ee Lienmale §6| RA 5418 Electrical Wholesaling 
ow KLEIN & Sons 
cage. $A] 


760 Berriman St. « Brooklyn 8 NY 1111 Wilshire Bivd., Los Angeles 17, Calif. 
n ’ 3200 BELMONT AVE CHICAGO 18 ILI 
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_— beam spot and flood lampholders, re- 
F flectors, splice boxes and fittings, sign 
BETTER SEEING TOOLS FOR INDUSTRY lighting units, brackets, lighting stand- 
a iy ards, hinged poles and other related 
Light the Vital equipment. Guardian Light Co., 301 

Seeing Zone Lake St., Oak Park, Ill 
on Machine Tools, Inspection 
—_ i 2 Metal Raceway—Enclosed metal race- 
way will be finished in satin grey 
enamel instead of black, thereby con- 
forming with the finish used on other 
MODEL 3267-H-174 ‘ 
Overall length 3234”. 
Three instantly adjust- Products Corp., Pittsburgh 19, Pa 
able joints. Flat oblong 
Enxasthy where Conde base for machine screw 


as Easily as Pointin mounting. 
‘ . ribbed so as to prevent breakage and 


Your Finger f EACH in pkg. of 6 | eo 
$6.12 Units $7.65 ea. warpage. They are individually cello- 


raceway products. National Electric 


Directs Light 
Wall Plates—Bakelite wall plates are 


Rugged Construction withstands vibration and rough phane wrapped for sales appeal and 


handling protection. Plates are furnished with 
Instantly Adjustable with flexible ball and socket joints long screws to facilitate mounting 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector ; 7 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 Island City 1, N. Y 
medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every page, 4-color book describes and illus- 


industrial use. 
‘a trates incandescent and _ fluorescent 


THE FOSTORIA PRESSED units for all types of residential light- 
STEEL CORPORATION ing requirements. The catalog is issued 


for Light ON the Job — eupsirin es ere by Globe Lighting Products, Inc., 16 E 
x ocalites are ovailabie rough electrica ae . " y , , 
“ {Oth St., New York 16, N. ¥ 


Eagle Electric Mfg. Co., Inc., Long 


Residential Fixtures — “Planned 
Lighting For Better Living” is the title 
of residential lighting catalog. The 36 


Rog US Pot Of ~ wholesalers everywhere. 


Stadium Lighting—tThe floodlighting 


eal ad e RA LLAC of a typical outdoor athletic arena is 
ELECT OUR described in a new eight page booklet. 
ee 9 
PULL-IN 


The importance of using fully enclosed 
floodlights which are sealed against 


QUALIT Y FIT TINGS COMO UND moisture and dirt is stressed. The book- 

let may be obtained from The Pyle- 
No. 100 National Co., 1334 N. Kostner Ave., 
ne 


oe Chicago 51, Ill 
#901 > 
Reference Book —- Pocket reference 


Non Metallic ; al LISTED , i 
Connector Serrrrry i) b> | calendar notebook contains technical 


COMPOUND anc | material on RCA kinescopes, receiving 
. j APPROVED and transmitting tubes, electronic com- 
by ponents, test equipment, radio and in- 

#523 <= é UNDERWRITERS dustrial batteries and miniature lamps 
™ LABORATORIES The book is published by the RCA 


tube department and has been made 
available by RCA distributors 





Entrance 
Cap 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables Comfort Heaters — Electric comfort 


Approved by Underwriters Laboratories heaters of 75 different models of forced 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of Capacities of ! 5 to LOO kilowatts, are 
objectionable odors. White in color. Will described and illustrated in a catalog 
not drip or run. Convenient)y packed in .d by Ed Lw iC eames 
pint, % gal., gal. and S gal. cans. Avail. | 'ssued by Edwin L. Wiegand Co., 7595 
able through your electrical jobber. | Thomas Blvd., Pittsburgh 8, Pa 


| 
ATLANTIC CONDUIT |MINERALLAC ELECTRIC COMPANY | 150) On Instruments —A new 8 
FITTINGS CO. | 25 North Peoria Street, Chicago 7, Illinois | 


BOSTON, MASS. MINERALLAC 





air, convection and radiant heaters, in 














page, two-color booklet describes a 
complete line of hook on instruments. 
Information featured concerns the volt- 
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World-wide recognition for 
this outstanding line of 
electric soldering irons — 


HEXAGON 


- specified by the big names 
for the TOUGH JOBS! 


WESTERN ELECTRIC, BENDIX, 

MINNEAPOLIS HONEYWELL f 

RADIO CORP. OF AMERICA, | 

STROMBERG CARLSON, SPERRY, | 

WESTINGHOUSE, EMERSON, 
KAISER, etc. 


PLUG OR SCREW TIPS 40 to 700 Watts 
Y_" 10 13%," Tip Dia. 

Follow the leoders and you'll 

( specify HEXACONI They'll effi- 

\ ciently solve your soldering 

problems. Write for literature. 


Here’s the famous HATCHET 
TYPE 


These irons feature better balance 
for reduced operator fatigue. Effi- 
ciency is stepped up, and quality 
of work is improved. The ideal 
iron for inaccessible and intricate 
jobs. 


lee eel, Bibias ile aen 


[ * ] W. CLAY AVE.. ROSELLE PARK, N.J 





Deowlble Cole 


in convenient lengths, on smart 
metal spools for fast and profit- 


able “footage” business . . . well 
known to your trade as the choice 
of leading manufacturers . . . also 
U-L approved Cord Sets that put 
an end to CORDelirium. 
For exacting wses requiring 
special resistance fo oll, 
heat and light, ovr $O and 
$JO cords cre supplied with 


Neoprene jackets . . . both 
40% and 60%. 


CORNISH WIRE COMPANY, x: 
50 Church Street, New York 7, N.Y. 
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ammeter, wattmeter and power fa¢tor 
meter. The booklet is published by the 
Co., Schenectady 5, 


General Electric 


N. Y 


Electric Telephones—Sound powered 
electric telephones and intercom sys 
tems are available in three standard 
forms. No batteries or outside power is 


The 


current required for its transmission 


used voice itself generates the 
Additional information may be secured 
from The Wheeler Insulated Wire Co., 
division of The Sperry Corp., Water 


bury 20, Conn 


Raceways-Fittings—Complete infor 
mation on surface metal raceways and 
fittings for electric light and power and 
telephone equipment is contained in a 
newly issued catalog and wiring guide 
published by The Wiremold Co., Hart 
ford, Conn 
Industrial Reflectors — Incandescent 
industrial reflectors are die-formed of 
heavy gauge steel, have bottom edge 
turned and rolled to provide a smooth, 
corrosion-resistant lip. Finish is vitre 
ous-fired porcelain enamel throughout 
A 16 page catalog is available from 
Leader Electric Co., 3500 N. Kedzie 
Ave., Chicago 18, Ill 





LINES WANTED 


Canadian Manufacturer's Agent 


Electrical jobbers in 
Ontario and Quebec. Seeking Other 


Lines. What Have You To Offer? 


calling on 


RA6484 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 











—_Wanted—— 


Top man in established wholesale 
electrical supply company 
outside Albany. 


Excellent opportunity. Must know 
all phases of this type business. In 
reply state qualifications, personal 
history, references. 


All replies held in strict confidence. 


P6459 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 








JACKSON 


Quality Brooder 


PRODUCTS 


FOR CHICKENS, TURKEYS, 
LAMBS, AND HOGS 





rc 


dates 


Reflector 
6 ft 


¢ Simple 


sq. ft 


plication 
varieties 


farm 
wired 





XY 


approved cord and plug 
wired, ready to install 


3-LIGHT 
INFRA-RED 


BROODER 


250 chicks to maturity. The 
provide effective heat pattern of about 16 
As chicks mature some space can be 
made available by raising the 
proximotely 3 
heat pottern 


f 


‘ 


4-LIGHT 
INFRA-RED 


BROODER 


FOR FARM OR 
BROILER PLANT 


a 
© Brooding capacity 20 sq. ft 
300-350 
automatically controls two of four lamps and 
can be adjusted to regulate temperature so 
thot lamps burn as needed 


accommo 


chicks Wafer thermostot 


18” dia. steel 
Infra-Red Baked Enamel finish 
completely 


sure method of bringing a brood of 
three lomps 


brooder ap 
a week which increases the 


1-LIGHT 
INFRA-RED 


BROODER 


© This Universal Brooder is versatile in ap 


ideal for breeding poultry of all 
pigs, lambs, turkeys, colves, etc 


Can also be used in many other ways on the 
Completely 


assembled and factory 
ready for instant use by plugging 


in electrical outlet 
Sold only thru Distributors 


Send for complete Jackson Quality 


Brooder Catalog 


Jf 





ELECTRICAL COMPANY 
900-910 W. Yan Buren St., Chicago 7, lil. 








>) Reasons tor 
~ DEMANDING 


FURNAS 
MAGNETIC STARTERS 


Furnas Magnetic Starter 
rated 5 hp. 220v: 7% hp. 550v AC 


ARC-QUENCHING SILVER CONTACTS — 
Rigidly tested and selected for low contact 
resistance, best arc-quenching properties. 


ARC-RESISTANT TERMINAL BOARD — 
Molded of plastic selected for non-tracking 
properties. 


DUAL VOLTAGE COILS — 
Furnished as standard equipment in both 
polyphase and single phase starters. 


POSITIVE ACTING THERMAL OVERLOAD 
UNITS — 
of solder-pot type automatically protect motor 
from overheating. 


SHALLOW CASE FOR EASY WIRING — 
oOo” good visibility. 


Furnas magnetic starters and contactors are 
available in sizes up to 10 hp. with or without 
push buttons or selector switch . . . Write for 
catalog 50A to Furnas Electric Company, 1069 
McKee Street, Batavia, Illinois. 


| Accurate 


| Berns Mfg. 
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CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %” wide in handy container. 
single pocket-size metal! can. 


COUNTER DISPLAY FOR THE DEALER 


18 10-ft. rolls, one-half inch wide 


SLIPKNOT Frcctcone TAPE 


The result of more than 

fifty years of manufacturing integrity... 

truly the perfect pedigreed tape... 

sold in counter display cartons, individual boxes 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
@ It won't ravel at tl 


Sold Only Through © 0 west raved at the afion 
Recognized Wholesalers 





WHAT CAN YOU DO 


Try giving the buyer a chance to find out how 
he can get the results he wants. That’s not so 
hard—simply show him what FUSETRON Dual- 
Element Fuses will do for him. 


Point out how they keep motors whirling, 
machines running, operators working and pro- 
duction at peak. All these things mean money 
to the user. That’s why users buy FUSETRON 
Dual-Element Fuses quick — when they know 
the facts. 


WHAT ABOUT PROFIT FOR YOUR HOUSE AND YOU! 


Once sold, a FUSETRON Fuse user doesn’t 
switch. He will give you his repeat business 
again and again—and you know that in repeat 
business there is the best profit. For quick turn- 
over, due to user demands, you can’t beat 


FUSETRON Fuses. 


ABOUT 
FUSE SALES 


IN 1953? 


IF YOU DON'T KNOW WHAT TO SAY LOOK 10 
THE FUSETRON BULLETIN 


On the FUSETRON bulletin in your 
binder, you will find a convincing sales 
story. It tells what FUSETRON fuses will 
do for the user—how they will give him 
better protection and save him money. 
It shows charts comparing this new fuse 
with old fashioned fuses. It is a ready- 


made sales talk for you. 


Why not use it when you call on fuse 
buyers? It will help you build a profit- 


able “non-skidding” fuse business. 


Bussmann Mfg. Co., St. Louis, Mo. 


A Division of the McGraw Electric Company 


ANOTHER 
OUTSTANDING 

DEVELOPMENT 

BY THE MAKERS OF 





